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Well Directed Effort 


wort Effort aimed directly at the correct objective 
nth always brings gratifying results. The life insur- 
ug ance salesman is most successful when he has 
tha the ability and training to direct his efforts along 
t those lines that will be the most productive of 
oa results. 

eo Cooperation and helpfulness are the watchwuid 


with the Continental. They are the keystone 
of agency relation. They give agents the train- 
ing and insight they require in presenting 
Continental protection to their prospects. 
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na Continental training includes a careful analysis 
+ of the agent’s qualifications with a view of best 
ca fitting him to sell dependable Continental 
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Business Statement, December 31, 1922 


el le Reis Aa eek eh eekEs bg a8 b> 4G bh baaeeoR $1,259,850,325.23 
More than those of any other Insurance Company in the World 

Imorenee. im Ascots Guarttiag 1982. «... 2.0 oie cece ste cece csccccsccess 144,267,300.69 
More than that of any other Insurance Company in the World 

EE Sh bigt ahh bds.dedbb-0ded cderbeetode's ad bese weenodsedeesec’ 1,198,366,913.98 

EE Le he Le DLs kw bad du aensd ed cdebsd cts ibsddessdsccdededewe 61,483,411.25 

i i ania gh re ewan ees ae 340,668,301.30 

. More than that of any other Insurance Company, in the World 

EE en ee ne eer 38,685,601.91 
More than that of any other Insurance Company in the World 

Total Insurance placed and paid for in 1922........................ 1,802,110,686.00 
More than ever placed in one year by any Company in the World 

Gate ip Beompamen te Foren tr 1688. o.oo: cic ccc cece cccccvensccces 801,849,118.00 
More than that of any other Company in the World 

Number of Policies in Force December 31, 1922.................... 27,384,445 
More than that of any other Company in the World 

Number of Policy Claims paid in 1922.......................00005: 365,276 


Averaging one claim paid for every 24 seconds of each business day of 8 hours 
Payments to Policyholders averaged $803.81 a minute of each business day of 8 hours 


Dividends payable to policyholders in 1923.......................4. .20,809,398.56 


Insurance Outstanding 


ORDINARY (Insurance for the larger amounts, premiums payable 


annually, semi-annually, quarterly or monthly) .............. $4,395,324,118 
More than that of any other Company in the World 
INDUSTRIAL (Premiums payable weekly)........................ 3,412,232,839 
TOTAL INSURANCE OUTSTANDING........................... 7,807,556,957 


More than that of any other Company in the World 


GROWTH IN TEN-YEAR PERIODS 
































Year Income for the Year Assets at End of Year Surplus at End of Year pee pe = Cutantieg ee Year 
1882 $ 1,354,267.69 $ 2,002,464.13 $ 379,907.13 341,632 $ 43,245,752 1882 
1892 13,307,811.45 16,506,282.22 3,674,516.49 2,719,860 310,767,876 1892 
1902 43,336, 283.61 89,168,790.55 10,351,338.02 6,976,651 1,219,166,427 1902 
1912 106,786,073.52 397,913,442.71 ' 34,842,971.65 12,837,042 2,604,966,102 1912 
1922 340, 668, 301.30 1,259,850,325.23° 61,483,411.25 27,384,445 7,807,556,957 1922 
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KANSANS GATHERED AT 
TOPEKA FOR CONGRESS 





Fourth Annual Sales Conference 
Held Under Direction of 
Topeka Association 


MANY GOOD SALES TALKS 


Excellent Turnout From Over Entire 
State Heard Inspiring All-Day 
Session Last Week 


TOPEKA, KANS., April 2—The 
fourth annual sales congress of the 
Kansas life underwriters Saturday was 
the most successful the association has 
ever held. There was a larger attend- 
ance and greater interest shown than 
in any of the previous meetings. 

While the congress was a state-wide 
affair it was directed by the Topeka 
association, assisted by the Wichita, 
Hutchinson and Atchison organizations. 
J. E. Spalding, general agent for the 
Fenn Mutual and president of the To- 
peka association, pointed out that the 
Topeka association was the only one in 
the country which met regularly every 
week. Each Saturday at noon the To- 
peka life underwriters gather for lunch- 
con and to talk shop for an hour. 


Outlines Organization Plan 


“The Topeka association holds a sales 
congress every week,” said Mr. Spald- 
ing. “The idea developed from a few 
of our members taking their noon-day 
lunches at the Chamber of Commerce. 
Virst we had only a special table for 
life insurance men. Now we have a 
room set apart specially for us every 
Saturday. We vary the programs for 
our meetings with short talks by busi- 
ness and professional men and round 
table discussions by our members. 
These meetings have been held regu- 
larly for the past two years and are 
well attended. We have found them 
very helpful and they have had a ten- 
dency to cement the members of our 
association. I doubt if there exists any- 
where a more friendly spirit among in- 
surance men than we have in Topeka.” 

Paul Kantz, E. D. Clithero, H. O. 
Garvey and Oscar Hill of the Topeka 
association were directly responsible for 
the program. The absence of A. 
Eliason, president of the National asso- 
ciation, was the only disappointment of 
‘he congress. He was unable to attend 
the meeting because of illness in his 
family, 

Service Was Keynote 

Service was the keynote of the con- 
Sress. It was pointed out by every 
‘speaker that there had been a wide 
change in the life insurance business 
in recent years and that a man did not 
gly a policy but sold protection. 
om urged that the successful in- 

a, —_ were those who built their 
10 the poset J upon a basis of service 
ad ec older and who made every 

a policy thoroughly satisfied. 
(CONTINUED ON PAGE 17) 





CONSPIRACY CASES UP 





APPEAL NOW BEFORE COURT 





Pecision Expected in Few Weeks on 
Appeal Taken by T. J. Houston; 
Briefs Filed 





The appeal of Insurance Superintend- 
ent T. J. Houston of Illinois in the life 
insurance conspiracy cases in Chicago 
is now before the appellate court of 
Illinois and definite action is expected 
within the next few weeks. The case 
itself is before the circuit court and is 
on the regular calendar, so that it will 
not likely be heard for over a year. The 
appeal, however, taken by Superintend- 
ent Houston immediately upon the 
decision of Judge Rush of the circuit 
court, amending, but continuing the 
injunction, is only awaiting the smooth- 
ing out of the appellate division of the 
court. Some delay has been caused by 
the death of one of these judges, but 
the appointment of a successor is ex- 
pected this week, so that the case, which 
is an emergency case, will probably be 
heard within a week or two. 

Is Important Case 


In the appellant's brief, Attorney- 
general Brundage of Illinois and At- 
torney Robert N. Holt, representing 
Mr. Houston, give a resume of the 
entire case and outline the errors they 
seek to prove in the decisions as they 
now stand. It is recalled that certain 
life insurance advisors, filing in three 


separate cases, sought an injunction 
against Superintendent Houston, The 
Chicago Association of Life Under- 


writers, the Chicago Managers Asso- 
ciation and others, to prohibit them 
from interfering with their business. 
It was charged that a conspiracy had 
been formed to prevent their placing 
life insurance. The original bill of com- 
plaint was filed early in November, 1922, 
was amended later and an order entered 
Dec. 28, 1922, denying the petition to 
dissolve the injunction, which had been 
granted Nov. 8. The case assumed 
more than local proportions and was 
closely followed by life underwriters 
throughout the country. It is an im- 
portant one in the matter of solicitation 
of business, the first of its kind to reach 
an American court. 


Holds Cireuit Court in Error 


The appeal states that in the render- 
ing of the decretal order there is mani- 
fest error on the following points: 

In entering the order for interlocutory 
injunction against the superintendent. 

In refusing to dissolve the order for 
interlocutory injunction against the 
superintendent. 

In modifying the order against the 
superintendent. 

In holding that the bill of complaint 
was sufficient in equity to authorize 
such an injunction. 

In holding that the amended bill of 
complaint was sufficient in equity to 
warrant the injunction order. 

In enjoining the superintendent, 
which is contrary to equity. 

In refusing to hold that the bill of 
complaint was without equity upon its 
face. 

It is held that the superintendent of 





WATERS NEAR DEATH 


SAGE GOES TO HIS BEDSIDE 





Vice-President Union Central Sinking 
Rapidly—Began as Agent at 
Watseka, Ill. 





Allan Waters, vice-president and 
chairman of the board of the Union 
Central Life, who has been at Johns 
Hopkins Hospital at Baltimore since 
last October, is reported as sinking rap- 
idly and no hope held out for his re- 
covery. President Sage left Cincinnati 
last week and is at his bedside. 

Mr. Waters is one of the best loved 
life insurance officials and has long been 
an outstanding figure among agency 
executives. He was born in Ohio and is 
72 years old. He began with the Union 
Central in 1880 under J. M. Edmiston 
of Lincoln, having been superintendent 
of the public schools at Watseka, III. 
He became assistant superiniendent of 
wsencies in the western department in 
1893, superintendent shortly after, and 
in 1895 went to the home office. In 1904 
he became superintendent of agencies 
and in 1916 second vice-president. He 
has one son, Allan Waters, Jr., state 
agent for the Union Central in West 
Virginia. 


Fighting New Income Tax 


PORTLAND, ORE., April 3—Peti- 
tions are being signed at Portland for 
a referendum on the recently enacted 
income tax bill by the Oregon legisla- 
ture. It is expected that the measure 
will be annulled by the voters of the 
state. The bill would strike a severe 
blow at the insurance business in that 
it changes the 2% percent tax on net in- 
come from premiums to 2% percent on 
gross income. 





Warning on Non-Admitted Companies 
George P. Porter, state auditor and 
ex-officio insurance commissioner of 
Montana, has issued a warning to resi- 
dents of that state, taking out life, 
casualty or property insurance, com- 
panies operating by mail and not au- 
thorized to do business in Montana, 
that they can have recourse neither 
in the courts of the state nor before 
the insurance commissioner. Commis- 
sioner Porter states that he favors a 
law to force non-admitted companies 
doing business in Montana to come 
under the jurisdiction of his office. 








insurance is in charge of a department 
which has certain duties and rights and 
that in the carrying out of these duties 
he can not be enjoined. It is held that 
an injunction should not be issued to 
hamper or control the superintendent 
in any way. It is also held that an 
injunction should be so clear and certain 
in its terms that the defendant may 
know what he is restrained from doing, 
which, it is explained, is not true in the 
case of this particular injuncton, which 
prohibits the unlawful interference with 
the complainant’s business. It is 
further held-that the bill of complaint 
in the case does not present a cause of 
action upon its face. An array of cases 
is cited in support of each contention 
and a well constructed case is presented 
to the court. 





MINNESOTA MUTUAL 
AGENTS HOLD MEETING 


Important Announcements were 


Made as to Extension of the 
Company’s Service 


TO INCREASE DIVIDENDS 


Leaders in the Organization Held a 
Live Convention at Excelsior 


Springs—Albritton at Top 


EXCELSIOR SPRINGS, MO., 
March 31.—The Minnesota Mutual Life 
has “arrived.” President E, W. Ran- 
dall of the company made this state- 





E. W. RANDALL 
President Minnesota Mutual 


ment in his closing talk before the an- 
nual agency convention held here this 
week. Previously Vice-President T. A. 
Phillips had given an illuminating talk 
detailing some of the early history of 
the company when Fresident Randall 
took charge, showing how the company 
had at that time no surplus, about $18,- 
000,000 of business and an agency plant 
shot to pieces. 

The Minnesota Mutual this year will 
have $100,000,000 in force. It has over 
$10,000,000 in assets and over $1,000,000 
in surplus. President Randall therefore 
can take commendable pride in what 
has been accomplished during the last 
few years. 

Will Increase Its Dividends 


Vice-President Phillips announced at 
the convention that the company would 
increase its dividend scale this year. 
The Minnesota Mutual was one of the 
companies that did not decrease its div- 
idends during the war and the influenza 
epidemic. It has made one increase 
since the war and this will be the sec- 
ond one. Mr. Phillips stated that the 
new increase will place the Minnesota 
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Mutual among the very lowest net cost 
companies. It was further announced 
that the present liberal disability and 
double indemnity clauses will be made 
retroactive, all old policyholders being 
given the privilege of having them on 
examination. It was further announced 
that these provisions can be purchased 
by working women in connection with 
life policies. Mr. Phillips made an- 
other important announcement, that 
being that this year the company will 
guarantee 5 percent on funds left in its 
custody. The Minnesota Mutual also 
gives a free health service to policy- 
holders. 
Albritton is the Leader 


It was announced at the convention 
that E. S. Albritton of Dallas, Tex., a 
member of the general agency firm of 
Weems & Albritton, led the force in 
personal production during the club 
year, writing $1,003,750. Mr. Albritton 
was formerly vice-president and head of 
the agency department. He therefore 
presided at the convention with the ex- 
ception of one session when his partner, 
Sam Weems, who wrote $750,000, and 
thus qualified as convention vice-presi- 
dent, was in charge. 

President Randall 


in his banquet 





T. A. PHILLIPS 
Vice-President Minnesota Mutual 


speech called attention to the fact that 
only 11 companies in the country were 
able to maintain their prewar dividend 
scale through the war and influenza ep- 
idemic. The Minnesota Mutual was 
one of these. He said that the com- 
pany last year paid taxes aggregating 
$200 a day. 


Requirement as to Loans 


It is now paying over a dollar a min- 
ute in death claims. He said that it is 
a rule of the company made mandatory 
by resolution of the board of directors 
that no investment or loan can be made 
without unanimous approval of the 
finance committee. He said that the 
company has suffered no losses from its 
loans. Its investments are sound and 
bear as high a rate of interest as is 
consistent with safety. 

A. O. Eliason of St. Paul, manager 
of the home office agency and senior 
general agent of the company, was un- 
able to be present at the convention on 
account of the critical illness of his 
mother. Mr. Eliason is president of the 
National Association of Life Under- 
writers and has one of the largest gen- 
eral agencies between Chicago and the 
Pacific coast. 

Banquet Was Interesting 


At the banquet Wednesday evening 
Hal L. Muldrow of Oklahoma City, 
state general agent. presided as toast- 
master. He is a member of the board 
of regents of the state university of 
Oklahoma, is a man of wide culture 
and reading. President E. W. Randall 
made the initial talk. C. D. Oreckov- 
sky, manager at Duluth, made a very 
humorous talk. John S. Poindexter of 
Joplin, Mo., state manager, presented 


HOT SHOT AT BABSON 


LETTER BY ERNEST J. CLARK 





President of Baltimore Life Underwrit- 
ers Association Analyzes Finan- 
cial Expert’s Statements 





BALTIMORE, MD., April 3.—Er- 
nest J. Clark, president of the Baltimore 
Life Underwriters’ Association, has 
written a letter to President Walton L. 
Crocker of the John Hancock Mutual 
Life, in which he denounces Roger 
Babson’s “barometer letter” of Feb. 27 
as one of the most dangerous and mis- 
leading communications to the insuring 
public which has ever come to my at- 
tention.” 

He takes up Mr. Babson’s recommen- 
dation in the fifth paragraph of that 
letter, referring to a client with a $10,- 
000 20-payment policy paid up at age 
48, whom Babson advised to take the 
cash value of the volicv and invest it 
at 6 percent, claiming that the income 
would be more than enough to pay pre- 
miums on a new ordinary life policy 
of the same amount and that if he died 
the next year his estate would have 
$15,340 instead of $10,000. In that con- 
nection Mr. Clark says: 

Expresses No Doubt as to Investment 


“Tt would appear from the above the- 
ory that there could be no possible 
question as to the permanent safety of 
such investment as the insured might 
make of these funds; that he could se- 
cure such investment guaranteed against 
either loss or depreciation at 6 percent 
without taxation, and furthermore, that 
it would be necessary for the insured 
to die next year in order that his estate 
might receive the returns promised. 

“Furthermore, Mr. Babson practicallv 
condemns endowment insurance for all 
save those people ‘who have not the 
self-control to save.’ 

“Then in the third paragraph, Mr. 
Babson insults both the ability and hon- 
esty of the life insurance men of this 
country, particularly those who have 
snent years in specializing on life in- 
surance in all its branches, by advising 
that ‘clients who take out large amounts 
of insurance will do well to consult a 
recognized life insurance expert—pref- 
erably one who has no insurance to sell.’ 
It would be interesting to know where 
Mr. Babson or anv of his clients would 
find ‘recognized life insurance experts,’ 
who are not in the business. 


Dangerous and Misleading 


“Owing to the prominence which Mr. 
Babson’s reports have been given 
throughout the country, and the fact 
that many business men have more or 
less confidence in their recommenda- 
tions, I regard this particular letter as 
one of the most dangerous and mislead- 
ing communications to the insuring pub- 
lic which has come to my attention. 

“In the final paragraph of Mr. Bab- 
son’s letter, he states: ‘Our business is 
not advising regarding insurance,’ and it 
is quite evident that such should not 
be his business, as these recommenda- 
tions sound more like those of the pro- 
fessional life insurance abstractor than 
anyone else.” 


the nrizes to the different winners. EF. 
S. Albritton of Dallas, the convention 
nresident, gave an inspirational talk. 
nointine out the many onportunities that 
are before life insurance ™en at this 
time. Orville Thorp of Dallas. state 
manager of the Kansas Citv Life and 
former president of the National Asso- 
ciation of T ife Underwriters, was pres- 
ent and outlined some of the duties that 
life insurance men owe their business 
and the public. Sam R. Weems spoke 





briefly at the banauet. 

O. T. Taev. second vice-nresident in 
charge of the 2¢encv denartment. was 
the enidine cnirit of the convention ond 
was evervwhere present looking after 

(CONTINUED ON PAGE 16) 





WILL HAVE SECRETARY 


PROVIDE FOR FULL TIME MAN 


P. J. V. McKian Will Probably Be 
Appointed for Purpose of Boosting 
Membership of Organization 





A full time secretary is to be em- 
ployed by the Chicago Life Underwrit- 
ers Association as a result of an 
amendment to the by-laws which was 
unanimously passed at the last meeting 
of the organization held in Chicago last 
week. The future membership dues 
will be payable annually, semi-annually 
or quarterly in advance. If paid within 
60 days the dues shall be $8 annually, 
$4.50 semi-annually and $2.50 quarterly. 
If not paid within 60 days the annual 
rate is $10, semi-annual $5.50 and quar- 
terly $3.00. This advance in dues will 
provide a fund large enough to employ 
the services of a full time secretary. It 
is understood that President Day has 
practically decided upon the man for 
the position. It has been stated fre- 
quently that a well known insurance 
newspaper man is to be given the post, 
and the general opinion seems to be 
that P. J. V. McKian, assistant associate 
editor of the Insurance Field and the 
Insurance Post in Chicago, will receive 
the appointment. Mr. McKian is widely 
known to the life insurance men of 
Chicago, and could undoubtedly do 
much in the way of increasing the mem- 
bership. 
Plans for Big Meeting 


Last week’s gathering of the Chicago 
Association was really a “pep” meeting 
for the purpose of arousing interest in 
the annual convention of the National 
Association which is to be held in Chi- 
cago, Sept. 5-7. President Day and the 
other officers of the association recog- 
nized that the coming convention would 
more than likely be the largest in the 
history of the National Association, and 
that considerable work must be done 
in preparing for it. Medinah Temple, 
which has the largest seating capacity 
of any theater in Chicago, will be con- 
vention headquarters, and the majority 
of those attending will stop at the Drake 
Hotel, the nearest large hotel to the con- 
vention hall. 


Messages by Radio 


By special arrangement relayed radio 
messages were heard from prominent 
life insurance men at Pittsburgh, Minne- 
apolis, New York and St. Louis. Paul 
G. Niehoff & Co. metallurgical labora- 
tories installed a radio outfit in the 
convention hall at last week’s meeting, 
which included a powerful receiving set, 
loud speaker and ample antennae. A 
message from Everett M. Ensign, ex- 
ecutive secretary of the National As- 
sociation, was heard. In his talk Mr. 
Ensign asked the members of the Chi- 
cago Association to center their atten- 
tion upon the big meeting to be held in 
September. Similar messages were 
heard from A. O. Eliason, president of 
the National Association, and Judge 
Charles J. Orbison, formerly judge of 
the superior court of Indianapolis and 
now at Pittsburgh, Pa. H. Ware Cald- 
well, vice-president of the association, 
presided at the meeting. There were 
more than 400 in attendance. Some in- 
teresting entertainment features were 
provided, including songs by Ambrose 
Wyrick, a leading tenor, formerly with 
the Boston Opera Company; Will Ros- 
siter, the Chicago music publisher, and 
his harmony girls and parodies by 
“Gallagher and Shean.” ‘ 


Takes Out Much Insurance 


S. S. Kresge of Detroit, the 10-cent 
store magnate, is said to be taking out 
$5.000,000 life insurance. It is said that 
this is being arranged for in connection 
with the divorce suit filed at Detroit re- 





cently by his wife. 
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TWISTING VICTORY WON 


MAGEE CASE IS THROWN OUT 





Judge Cage Says Is Not Conspiracy 
to Refuse Employment to Twisters 
—Resolution Not Libelous 





The damage suit “twisting” case of 
Ira J. Magee against the Life Under- 
writers Association of Louisiana was 
thrown out of court by Judge H. C. 
Cage of the civil district court at New 
Orleans, March 27. 

The case was known as Ira J. Magee 
vs. Joseph Collins, et al. Mr. Collins is 
the former president of the New Or- 
leans Association. The case contains two 
causes of action. One is conspiracy, 
and the other libel and slander. 


Admits He Hurts Companies 


In rendering his decision Judge Cage 
said, “The petition sets out that the 
plaintiff is skillful in everything con- 
nected with life insurance and contracts 
of life insurance in existence and usually 
obtaining in this country. He sets forth 
that his business is to examine life in- 
surance policies and to advise the 
change of policies, the concelling of 
policies, and taking out of new policies, 
all of which he alleges is beneficial to 
the policyholder. He alleges that the 
exercise of his profession is detrimental 
to and causes losses to the insurance 
companies, and to life insurance agents 
and solicitors.” 

The judge went on to say that in 
order to carry out his work Mr. Magee 
must necessarily obtain employment 
from insurance companies and shows 
that he obtained such employment from 
the Manhattan Life, the Penn Mutual 
and the Travelers, which have since 
terminated his authority to represent 
them. 


Comment on Resolution 


He said that in his opinion the resolu- 
tion passed by the Life Underwriters 
Association was not libelous in that it 
did not charge anything which the plain- 
tiff did not admit that he was doing, 
that its argument was merely one which 
might be made to separate policyholders 
in defense of the business of the defend- 
ant. He said that the advertisement 
“Parasites and Pirates” contained a 
warning against twisters in general, that 
the advertisement referred to all people 
engaged in the business of the plaintiff. 
“He is not named, therefore it gives him 
no more right to regard that as libelous 
of him than of anybody else, and, undef 
the laws of libel, it is settled that a de- 
nunciation in general terms of the pro- 
fession or calling gives no individual, 
who is a member of that profession of 
calling, a right of action; therefore, it 
is not libelous.” 


Self Preservation First Law 


The fact that the insurance companies 
named refused to continue the employ- 
ment of .Mr. Magee was not considered 
as conspiracy because no illegal act was 
included. He said that self-preservation 
was the first law of nature, and those 
who are confronted with a common 
danger have a right to combine to de 
fend themselves against the commo? 
danger, and the common injury, a 
where a condition of facts is show? 
where all must combine in order to pre 
tect themselves, and where the failure 
of one to come in would subject all 
the common danger, a combination t 
prevent a common loss and a common 
injury is not forbidden or wrongful. 





Seeks Two Million in 60 Days 


A goal of $2,000,000 in sixty days 
during April and May, has been set for 
the agents of the Home Life of Arka 
sas, in honor of A. B. Banks, presides" 
of the company. A year ago the quot 
for the same period was set at $1,000. 





and was passed with a $200,000 surplus 
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INTERESTING REPORT 
ON YEAR’S BUSINESS 


Some of the High Lights in the 
Observations of Northwest- 
ern Mutual 


TO FACE NEW PROBLEMS 


Executive Committee Says Life Insur- 
ance Has Shown Steady and Con- 
sistent Development and Growth 


The Northwestern Mutual, in the an- 
nual report of its executive committee, 
brings out some phases of the business 
which are interesting. It recounts the 
fact that 1922 was ushered in with many 
misgivings. It witnessed many improve- 
ments in financial and economic condi- 
tions. The general business revival 
started in the late spring, gained mo- 
mentum during the early summer, held 
its own during the labor difficulties of 
the mid-summer and expanded in the 


fall. 
New Problems to Be Faced 


The Northwestern Mutual finds many 
problems which must be faced and dit- 
ficulties to be encountered this year. 
The high level of wages, the burden of 
taxes and the possibility of political and 
legislative complications may arrest for 
a time the onward progress of business, 
but the company declares that they 
should by no means diminish the con- 
fidence of the people that 1923 will wit- 
ness a gratifying improvement in gen- 
eral business conditions. 


Life Insurance Gains in 1922 


Commenting further it says: 

“Life insurance in 1922 showed sub- 
Stantial gains. Based upon the actual 
figures for the first eleven months of 
the year now closed, it may reasonably 
be stated that the insurance issued by 
American life. insurance companies in 
1922. approximated $9,500,000,000, an 
amount materially in excess of the busi- 
—_ issued by the same companies in 

“Life insurance was no exception te 
the general reflex action which followed 
the inflation of 1920. Lapses, surren- 
ders and decrease in the volume of new 
business became uncomfortably con- 
spicuous in 1921 and lingered into the 
early months of 1922, but midyear 1922 
fouhd such after-effect about overcome 
by the revival of steady improvement 
which continued during the remainder 
of the year. 

“The lessons forcefully impressed upon 
us by the experiences of the last few 
years have been beneficial to life insur- 
ance, for they have emphasized the im- 
portance of service as an avenue to 
success. 

“Insurance results of 1922 justify the 
conclusion that life insurance is again 
on a steady increase, and also betoken 
for the new year a substantial and 
healthy development of public appreci- 
ation of and confidence in life insurance 
a8 an institution.” 


Term Conversions 


The total term conversions last year 
amounted to $7,481,540, which was an 
mcrease of 440 policies and $2,544,340 
m imsurance. On Dec. 31 last the 
Northwestern Mutual had $2,499,629,811 
msurance in force, 81.63 percent being 
on life forms, 8.83 endowment, 8.13 on 
term and other policies. 

ut of every dollar received, 75.6 
cents came from premiums and 24.4 





xpenses (e 
Cont, £2 Premium income 
ener ete., to premium income.. 

expenses to premium income 





neerel expenses to total income....... 
xcept taxes) to premium income...... 


1918 1919 1920 1921 1922 

5.02 4.98 5.05 5.26 5.44 

Coeds ecse 11.96 14.04 14.88 13.30 12.68 
Seecnenene 10.07 12.02 12.86 11.28 10.64 
ceenerece 1.89 2.02 2.02 2.02 2.04 
7.26 9.07 9.77 8.29 7.84 

cteeweeee 2.81 2.95 3.09 2.99 2.80 
cn seeeene 16.30 19.00 19.77 17.76 17.20 
13.73 16.27 17.09 15.07 14.43 

eeesesere 2.57 2.73 2.68 2.69 2.77 
esse eevee 9.90 12.28 12.99 11.07 10.63 
secececes 3.83 3.99 4.10 4.00 4.80 


COMPANY EXPANDING 


AMERICAN NATIONAL’S PLAN 





Will Organize an Agency Plant 
Throughout the Northern States— 
Already Established in Illinois 





C. Hubert Anderson, manager of 
agencies of the ordinary department of 
the American National of Galveston, 
Tex., is on a northern trip visiting some 
of the important cities. The American 
National is one of the large companies 
of the south. It has now $190,000,000 
insurance in force. It is particularly 
strong in its own state. Of this amount 
perhaps $100,000,000 is in Texas, its 
home state. It is operating throughout 
the southern territory. It has a general 
agency in Washington, D. C., then cuts 
across to Virginia, West Virginia, Ten- 
nessee, Kentucky, and over to Kansas. 
It recently entered Illinois. It already 
has two industrial offices in Chicago. It 
has some 80 soliciting agents in the city. 

It now intends to appoint a general 
agency in Chicago. It has general 
agencies in other parts of Illinois. Mr. 
Anderson during his trip in the north 
visited Detroit and Indianapolis. The 
American National is now prepared to 
enter any northern state. It is one oi 
the high grade companies of the 
country, ably managed and very pro- 
gressive. 

Its two Chicago superintendents are 
J. Leahy, 1286 Milwaukee avenue, and 
T. Noonan, 3837 West Roosevelt Road. 





CELEBRATE BIGGEST MONTH 


Bokum & Dingle Agency Holds Dinner 
to Mark March Record of 
$1,000,000. 


More than 30 members and guests 
were present at a dinner celebrating the 
fourth anniversary of the establishment 
of the Bokum & Dingle agency of the 
Massachusetts Mutual Life in Chicago. 
The dinner was held at the Hamilton 
Club, Monday. Joseph C. Behan, sup- 
erintendent of agencies, and Dr. S. B. 
Scholz, medical director, were present 
from the home office 

The Bokum & Dingle agency is 
ranked as one of the largest writing 
agencies with the Massachusetts Mutual 
since its organization. It has just closed 
the largest month in its history as well 
as setting the record for single month 
production for any agency connected 
with the company. More than $1,000,000 
in business was written in March. This 
places the agency more than $1,250,000 
ahead of the total written during the 
first three months of last year. Mr. 
Behan in an after-dinner talk compii- 
mented the agency on its remarkable 
showing during the last three months 
and predicted that the company’s busi- 
ness throughout the country would 
show a remarkable increase during 1923. 


cents from interest, rent, etc. Out of 
this dollar 53 cents went to policyhold- 
ers and claimants, 3.4 first year commis- 
sions to agents, 4.4 renewal commis- 
sions, 1.2 to salaries, 1.9 to taxes, licenses 
and fees. Of the total disbursements, 
13.9 cents out of every dollar went to 
other than policyholders. There was 
added, therefore, to assets after disburs- 
ing this amount 33.1 cents out of each 
dollar. 
Interesting Ratios 


The following ratios of the North- 
western Mutual will be of interest: 





STATE’S AVERAGE LOW 


OKLAHOMANS UNDERINSURED 





Commissioner Hardin of That State 
Makes Some Interesting Campari- 
sons—Good Growth Seen 





OKLAHOMA CITY, OKLA., Apr. 
3.—The youth of Oklahoma, too busy 
in the scramble for wealth to pause 
and consider, and the tendencies of the 
state, considered radical in staid New 
York, are the two reasons seen by E. W. 
Hardin, state insurance commissioner, 
for the fact, as pointed out by him, that 
the state is underinsured so far as life 
insurance is concerned. 

The latest totals available, according 
to Mr. Hardin, show $38,000,000,000 of 
life insurance in force in Oklahoma at 
the end of 1921. This, he said, indi- 
cated a phenomenal growth in ten years, 
the decade having seen an increase in 
total from $14,600,000,000 in force, a 
gain of 160 percent. That the rate of 
increase has speeded up, he said, is 
shown by comparison of amounts of life 
insurance written in different years. In 
1911, he said, it was $2,097,000,000, while 
in 1921, it was $6,787,000,000, a gain of 
233 percent. Death claims paid in 
1921, totalled $338,863,000, the commis- 
sioner continued, while in 1911, they 
amounted to $104,119,000. 


Below Average for U, 8. 


Distribution of insurance in force 
among the total residents of the state 
would give each person $212, Mr. Hardin 
said. But he pointed out that this 
amount is $133.45 less than the average 
for the United States, being one of the 
indications that the state is under- 
insured. 

Compared with Colorado, he said, also 
a western state, the Oklahoma average 
is still lower, for the distribution in that 
state would give each person $400, or 
$188 more than the Oklahoma average. 
Distribution of insurance in force in 
California, he said, would give each 
resident of that state $445, or more 
than double the Oklahoma average. 

The New York per capita is the 
largest of any state in the Union, the 
state having in force 75 percent of all 
the life insurance in the United States, 
he said. Distribution of insurance in 
force in that state among all the resi- 
dents would give each person $2,735, 
compared to $212 for Oklahoma. 


Rank of Oklahoma Cities 


Tulsa ranks first among Oklahoma 
cities in insurance, according to the 
commissioner’s figures, but was 98th in 
the rank of cities of the United States. 
Oklahoma City was second in the state, 
but 104th in the United States. Its 
policies paid in 1921 amounted to only 
$478,000, 

Okmulgee was third in the state, with 
$421,000 _— paid. Tulsa’s payments 
amounted to $491,000. Bartlesville and 
Pauls Valley were both listed in cities 
of the United States where more than 
$100,000 was paid, but far down the 
list, with $118,000 for the former and 
$109,000 for the latter. 

The largest policy paid in the state 
in 1921, went to the beneficiaries of 
Z. Sherman Shelton of Okmulgee, who 
was insured for $284,540. This policy 
ranked 17th in the list paid in the 
United States and Canada in the year. 
In 1920, the Jake L. Hamon policy 
for $465,000 ranked fourth in the list 
for the United States and Canada. 


Metropolitan Enters Dakotas 


The Metropolitan Life has entered 
North and South Dakota, where the 
company has never before done busi- 
ness. One reason for the move was on 


account of the fact that the company 
recently wrote a group policy on 10,000 
shop employes of the Great Northern 
Railway, many of whom reside in North 
and South Dakota. 


CHICAGO LIFE COMPANY 
IS CLOSING BIG DEAL 


People’s Life Winding Up Details 
For Sale of Unprecedented 
Size 


TO PUT COMPANY ON MAP 


Covers 200,000 Policyholders—Capital 
Is Doubled and New Policy 
Is Issued 





One of the biggest deals in life in- 
surance history is now being consum- 
mated by the People’s Life of Chicago, 
the completion of which will place this 
company among the leaders of middle 
western companies in a fortnight or 
two. The complete details of the tre- 
mendous arrangement are not yet ready 
for announcement, but it is known that 
the company is now closing with a 
group of unions in the territory west of 
the Mississippi river, which will mean 
the addition of approximately $300,000,- 
000 in new business as soon as closed. 
This is a portion of a national group 
of unions that will mean probably not 
far from three times that amount in 
the aggregate. That the deal will prob- 
ably be closed is indicated by the fact 
that in every case where the plan has 
been presented, it has been accepted by 
a 100 percent vote of those interested. 
The great size of the project will nec- 
essarily slow down the completion of 
the work, but it is hoped that within a 
few weeks a great portion of the total 
will be under signature. The deal in 
itself is of an unprecedented size and it 
is especially noteworthy that the Peo- 
ple’s Life of Chicago should underwrite 
one of such a scale. 


Offers New Policy 


A new and special policy form has 
been drawn up for use in writing this 
particular group, taking into account 
the hazards of the occupations included 
in all the allied unions covered and the 
premium being loaded accordingly. The 
policy is a straight life form, with a 
rider granting an indemnity feature, 
payment of the face of the policy in 
full for loss of hand, foot or eye for 
all accidents, including occupational, It 
is a very liberal form and the rates are 
attractive. The rates are classified in 
four groups, with an average rate of 
$32 per thousand. It is an individual pol- 
icy, not a group policy, and is owned by 
the insured, being his property and re- 
tainable by him upon moving out of his 
present employment. No medical exam- 
ination is required and the face amount 
of the policy is $1,500. There is provi- 
sion, however, for the issue of unlimited 
amounts, provided the risk submit to a 
medical examination. The rates are 
compiled on an annual basis and may 
be so paid, but provision is also made 
for payment of the premium in monthly 
installments, without additional charge, 
which plan will probably be adopted 
in most cases. 

Company Doubles Capital 


In anticipation of this arrangement 
and due to the growth of the company, 
the People’s Life has also doubled its 
capital. Announcement of this is made 
at this time, the capital being increased 
from $101,000 to $200,000. This is per- 
mitted without difficulty, as the com- 
pany is authorized to issue up to $500.- 
000 in capital stock. The increase will 
permit the People’s Life to more readily 
handle the new business and to spread 
its activities into new territory. As 
the growth demands. the additional au- 
thorized capital will be issued. The 
great strides which the company will 





make under the new deal are indicated 
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by the amount of premiums in prospect 
in the territory now being covered by 
the campaign. On the basis of the av- 
erage premium of $32, the premium in- 
come from this particular section, cov- 
ering approximately 200,000 employes, 
will be $9,600,000. Double this amount 
is available in the remainder of the 
country. It is unquestionably one of 
the biggest deals ever consummated by 
a life company and will place the Peo- 
ple’s Life of Chicago on the life insur- 
ance map at once. 
New Indemnity Clause 


The full indemnity clause which the 
company is adding on these special po!- 
icies is as follows: 

“While policy is in full force, upon 
receipt of satisfactory proof of the irre- 
coverable loss of sight of one eye, loss 
of a hand by severance above the wrist, 
or loss of a foot by severance above the 
ankle as the direct result of an accident 
or disease, the company will pay the 
full amount of this policy in settlement 
of all liability thereunder.” 





LICENSE BILL IS APPROVED 





Passage of Connecticut Qualification 
Measure Recommended by Insurance 
Committee of General Assembly 





HARTFORD, CONN., April 3.—In- 
experienced insurance agents would be 
barred from soliciting business in Con- 
necticut, under a bill approved by the 
legislative insurance committee which 
will be reported favorably in the general 
assembly this week. The legislation is 
made necessary, according to members 
of the committee, by the fact that some 
agents’ unfamiliarity with the policies 
they sell has caused them to deceive 
clients as to the character of the pro- 
tection offered. It is understood that a 
proposal to prohibit the selling of in- 
surance by part-time agents will not be 
recommended by the committee. 

Under a substitute for a bill intro- 
duced by Senator Samuel C. Doty of 
this city, chairman of the insurance 
committee, insurance companies would 
be made partly responsible for the 
agents operating in the state. Licenses 
issued by the insurance commissioner 
would be restricted to applicants certi- 
fied by insurance companies recognized 
by the state insurance department. Be- 
fore a license could legally be issued to 
an applicant, the insurance commis- 
sioner would have to be in possession 
of an affidavit from such an insurance 
company or a licensed agent showing 
that the applicant was personally known 
to the maker of the affidavit, had had 
experience, or would be instructed in 
the general or in some specified line or 
lines of insurance, surety or indemnity 
coverage and that the applicant was of 
good reputation and worthy of a license. 

By giving 20 days notice, the insur- 
ance commissioner could revoke any 
agent’s license upon proof that it was 
obtained by fraud or misrepresentation, 
or for cause. The agent thus deprived 
of his license would be allowed recourse 
to the superior court for Hartford 
county. 

It would be incumbent on insurance 
companies periodically to certify to the 
insurance commissioner the names of all 
agents appointed by them to sell insur- 
ance in the state. 





Spence Agency’s Record 


The H. Wibert Spence agency of the 
Mutual Life of New York at Detroit, 
maintained its record of a million a 
month of paid for business during 
March, by paying for $1,250,000, with a 
total of more than $2,000,000 of written 
business turned in during the 28 days 
of the accounting month. 

With March closed, this agency has 
paid for more than $3,000,000 during the 
current year, with over $5,000,000 writ- 
ten and turned in bv the agency force. 
The quota of the Spence agency for 
1923 has been placed at $12,000,000 and 
it is confidently expected that it will 
be surpassed. 





COMMENT BY COCHRAN 


PRAISE FOR LIFE COMPANIES 





Says Rates Are Lower Now Than at 
Any Time During Past 
30 Years 





NEW YORK, April 2—In a commu- 
nication to the New York “Commercial,” 
George I, Cochran, president of the Pa- 
cific Mutual Life, pays tribute to the 
service rendered their clients by the life 
insurance companies of the land, declar- 
ing that the rates now charged for pro- 
tection “are probably lower today than 
they have been at any time during the 
past 30 years.” Mr. Cochran’s letter in 
part is as here given: 

Essentials Price and Service 


“In the two essentials, of price and 
prompt service, the insurance companies 
have been most successful. The rates 
charged for life insurance are probably 
lower today than they have been at any 
time during the past thirty years, and 
the absence of contested claims, as set 
forth in the very able paper given by 
General Solicitor’ Tully, of the Metro- 
politan Life Insurance Company, in De- 
cember, 1922, before the Presidents’ As- 
sociation, in New York, shows remark- 
able promptness in the payment of 
claims by life insurance companies. 
Speaking for 164 life insurance com- 
panies, which carry 95 percent of the 
total outstanding insurance in American 
companies, he sums up with the state- 


ment: 
Record of Companies 


“Seventy-one companies paid 95 per- 
cent within twenty-four hours after the 
receipts of proofs of death, and 28 com- 
panies paid between 80 percent and 95 
percent of their claims in the same 
period of time, and altogether the show- 
ing made considering the magnitude of 
the business displays the utmost prompt- 
ness and efficiency.’ 

“To sum up, if the service rendered 
by insurance companies to their policy- 
holders is compared with the service 
rendered by any other institutions of 
like magnitude, as, for instance, the 
post office, the comparison will not be 
unfavorable to life insurance compan- 
ies.” 


Cash Lacking; Big Estate Suffers 


Life insurance men of eastern Iowa 
and western Illinois are very much 
interested in the announcement that to 
provide immediate cash funds for the 
payment of federal and state inheritance 
taxes, costs of administration and other 
expenses of the trust estate of the late 
John W. Gilchrist of Davenport, la., 
the trustees and executors have been 
authorized by the Scott county district 
court to sell $36,250 in shares of bank 
and corporation stock held by the es- 
tate. The Gilchrist estate, with big 
coal holdings at Gilchrist, Ill., and in 
other western Illinois fields, is reputed 
to be considerably more than $1,000,000. 

Attempts to secure policies of $50,000 
and more were made by the late Mr. 
Gilchrist during the past five years to 
cover these taxes but he was unable 
to pass physical tests. As a result 
some of the best stocks and bonds of the 
estate must be sacrificed. 





April “Maloney Month” 


April is known as “Jackson Maloney 
Month” in honor of the vice-president 
of the Philadelphia Life, according to 
action taken last week by the home 
office Plico Club. The plan was sug- 
gested by A. M. Hopkins, manager of 
agencies, who held up the goal of 
$3,000,000 in written business from 
agencies all over the country as a fit- 
ting tribute during the month. Mr. 
Maloney was manager of the company’s 
contract department for nine years and 
later manager of agencies for eight 
years, becoming vice-president in 1921. 




















UNDREDS of questions received 

within the last few weeks indicate 

that insurance is a sort of buga- 
boo to many taxpayers. Small wonder! 
Dozens of decisions have been rendered 
at Washington on a single angle of the 
subject. Then, too, some rulings are 
different under the tax laws of different 
years. The total result is that the tax- 
payer is often left thoroughly confused 
and helpless. 

On an article in the Chicago “Journal 
of Commerce” of Feb. 5, this year, I 
received one letter which raises ques- 
tions which are of interest to almost 
every taxpayer in business. This letter 
pointed out that three out of the four 
points I made were wrong. So that I 
would have absolutely authentic infor- 
mation, I discussed all the mooted 
points at Washington. I am thus able 
to give you, first-hand, Washington’s 
ideas on the question raised, as ex- 
pressed to me verbally on insurance 
cases which I presented. 


Group Premiums Deductible 


Group insurance is one of the main 
points brought up by my friendly critic. 
He contended that only group insur- 
ance for employes is deductible. Here 
is Washington’s attitude on the subject: 
If a corporation takes out group insur- 
ance covering its employes, the corpor- 
ation may take a deduction for the pre- 
miums so paid. However, the employes 


LIFE INSURANCE AND THE INCOME TAX | 


By H. ARCHIBALD HARRIS | 








be to insure the payment of the loan 
in case of his death. There appears then 
to be very little hope while the solici- 
tor’s ruling is in effect for a borrower 
to be allowed a deduction for premiums 
paid by him in order to secure a loan. 


Deductible as Business Expense 


Another ruling on page 119 of the 
bulletin cited above deals with the case 
of a taxpayer who was engaged in a 
certain venture in which his personal 
efforts were an important factor. In or- 
der to obtain financial aid he took in 
two partners who invested considerable 
sums of money. The partners felt that 
their interest should be protected. They 
notified the taxpayer that he must have 
his life insured in their favor for a sum 
sufficient to offset the loss which they 
feel they would sustain in case of his 
death. 

The treasury department held in this 
case that, upon the assumption that the 
proceeds of the policies, if paid, would 
not be used in the satisfaction of any 
obligation of the taxpayer, the premiums 
represented an allowable deduction as a 
business expense. 

This question has not been entirely 
settled. There are many different cir- 
cumstances which may arise to affect a 
ruling on this point. Therefore the best 
thing for a taxpayer to do when such a 
case comes up is to write to the com- 
missioner of internal revenue at Wash- 
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answered free of charge. Mr. Harris, 
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are not required to return the premiums 
as income. This only applies to group 
insurance. 

On the other hand, suppose a cor- 
poration insures the life of an officer or 
employe and receives no benefit under 
the policy except in the way of increased 
efforts on the part of the employe. The 
beneficiary is named by the insured. In 
such a case the corporation may claim 
a deduction for the premiums paid. The 
officer or employe is required to include 
the amount of such premiums as in- 
come. 

“Beneficiary” is defined in solicitor’s 
opinion 136 appearing on page 197 Cu- 
mulative Bulletin I-1 January-June, 
1922. It is brought out that, to be a 
beneficiary under a policy, one must 
receive a financial benefit. 


Insurance as Security for a Loan 


Another point brought up by the gen- 
tleman who wrote me is that of insur- 
ance taken out to secure a Joan. He 
gave it as his opinion that where life 
insurance is taken out as additional col- 
lateral for a loan or on a lease, the pre- 
miums are tax exempt. 

In talking over the subject in Wash- 
ington I found that no very definite 
plan has been adopted. But, in any case 
in which the taxpayer is a beneficiary 
under the policy the premiums may not 
be claimed as a deduction. This is 
brought out forcibly by the solicitor of 
internal revenue. In his opinion 136 he 
holds, among other things, that a cor- 
porate or individual taxpayer who takes 
out a policy of life insurance in favor 
of a lender in order to procure a loan 
is not entitled to deduct the premiums 
paid upon such policy if, in the event 
of the payment of the proceeds, such 
proceeds will be applied in the satisfac- 
tion of the obligation of the taxpayer. 

Now there seems to be only one rea- 
son why a borrower would insure his 
life in favor of a creditor. That would 


| ington, giving all names and facts and 
requesting a ruling. 
Effect Proceeds of Policy 


The third contention of my critic 
deals with the proceeds of an insurance 
policy received by a corporation upon 
the death of an officer or employe. He 
says that the receipt by the firm of any 
principal sum on the death of any mem- 
ber of the firm through an insurance 
policy taken out on that member and 
paid for by the firm is income tax ex- 
empt. The 1921 revenue act provides 
that the entire proceeds of an insurance 
policy paid upon the death of the in- 
sured is exempt from income tax. But 
under the revenue laws prior to 1921 it 
was different. Then a corporation was 
required to include as taxable income s0 
much of the proceeds of an insurance 
policy received by it upon the death ot 
an officer or employee of the company 
as was in excess of the premiums paid 
by that company. 

To my clients and the associations 
which I counsel I am giving the advice 
that they write direct to Washington on 
any peculiar points regarding insurance. 
It will take the treasury department 
some time to issue rulings on many dil 
ferent cases. But, when you write the 
department, give actual names and fig 
ures. The department will not issue 4 
ruling on imaginary or theoretical cases 

Amended Return Can Be Filed 


Individuals will probably have filed 
their returns when this article appears 
If so, amended returns may be filed 
where any changes seem advisable. 

Most corporations are filing om 
tentative returns March 15. In_ sue 
cases any changes may be made in the 
return before filing it June 15. Wher 
corporations are filing permanent © 
turns March 15, changes may stil 
made through an amended return. 
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EFFECT OF INFLATION 
ON GERMAN COMPANIES 


Have Declared Smaller Policies 
Paid-Up Rather Than Collect 
Depreciated Premiums 


OLD POLICIES WORTHLESS 


Man Formerly Amply Insured Finds 
Proceeds of Policies Would not 
Purchase Suit of Clothes 


WASHINGTON, D. C., April 2.— 
The effect of currency inflation on the 
German life insurance business was made 
the subject of an investigation by the con- 
sular service in response to a request from 
the insurance department of the Chamber 
of Commerce of the United States. The 
following report was prepared on Jan. 20, 
1923 by Vice-Consul N. P. Davis, located 
in Berlin: 

“While currency inflation has brought 
almost all branches of German business 
face to face with difficulties of all sorts, 
life insurance men claim that the troubles 
of others are nothing compared to theirs. 
They point out that the premiums on 
policies written while Germany was on a 
gold basis are still nominally the same, but 
paid in paper. When it is objected that 
the face value of the policy is also pay- 
able, when due, in paper marks they reply 
that while this is true it takes no account 
of the fact that the overhead cost has 
risen in proportion to the depreciation of 
the currency to such an extent that re- 
ceipts from premiums do not suffice even 
to pay the salaries of the clerical force 
necessary to collect them. As a result 
most companies have given up the collec- 
tion of premiums on small pre-war poli- 
ces and informed the holders that the 
policies will be treated as fully paid up. 
It has thus actually been found cheaper to 
abandon the premiums than to collect 
them. The value of policies on which 
premiums have been abandoned varies 
with the different companies, but it is be- 
lieved that none are still collecting on 
Policies for 3,000 marks or less. This 
represents the average value of policies 
outstanding on Jan. 1, 1914. 


Business In Foreign Countries 


“A more serious difficulty, however, 
arises from the fact that before the war 
many German companies wrote life insur- 
ance in foreign countries, particularly in 
Austria, Switzerland, Holland. Belgium, 
pain and Greece. These policies were 
often written in the currency of the 
country instead of in German marks, and 
Premiums on them are of course collected 
m foreign currency. But under German 
lew the funds of German insurance com- 
pais had to be invested in gilt edge Ger- 
“an securities approved as such by the 
"ry authorities except where the laws 
who country in which the policy was 
Secmritie eet a different course. 
woe no Rs approved consisted almost 
or vely of national and state bonds 

ring interest of from 4 to 6 percent. 
on mcome, in paper marks represents 
= a small fraction of the claims due on 
« _ in the currency of such countries 
a oo and Holland. Efforts to 

“~ 1s difficulty have been and are stifl 

me b wo - the German government, 
betion The | legislative and diplomatic 
“awl ~ aed of Dec. 30, 1921, permits 

— a Insurance funds in foreign 
Song © cover policies written in 
me nee and an agreement has 
hh a with the Swiss government 
das an in Swiss francs has been 

- the disposal of the Ge - 
panies to meet the; ietetiens & 
Bwies cis eir franc obligations to 

. Citizens, and it is reported that 














We're Glad 


to announce 


100 Millions in Force 


at the end of 
11 Business Years 


We believe this record has not been equal- 
led by any other company. We are proud 
of our achievement,—but our ambition is 
not to arrive somewhere and stop,—but 
to keep on going. 


Experience finds the proper method of 
doing things and selects the materials. 
We need men fitted to carry out our plans. 
Our need is your opportunity. 


We have a few fine General Agency open- 
ings for the right kind of men;onein Little 
Rock, Arkansas, for practically all the 
State, is especially desirable. 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U.S. A. 


E. G. SIMMONS, Vice-President and General Manager 
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Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 


E. L. BLACK, State Manager, 
Wheatley, Arkansas. 

H. S. BRIDGEWATER, Manager, J. R. RAILEY, Manager, 
Central Department, Southwestern Department, 
1991-52 Railway Exchange Bidg., 41 Dallas County State Bank Bidg., 

Dallas, Texas. 


Saint Louis, Mo. 
W. H. SAVAGE, Vice-President and Agency Director 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 

nonymous in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the Company's history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 


—- 








Nearly 1 ¥%4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
ve eeeee$ 6,695,921 $ 14,008,422 $ 34,017,031 





ee eee 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








1867 EQUITABLE LIFE #923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets Insurance in Force 
, 3 Perr Ty $12,431,725.00 $ 67,326,327.00 
Dee 31° REESE re 44,995 ,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address:—Home Office: Des Moines 


Dutch government for a similar agree- 
ment. 
Mergers Tend Toward Monopoly 


“Such measures, however, are at best 
only stop-gaps and cannot be looked upon 
as a final solution of the difficulty. The 
companies are fully alive to the situation 
and are giving much consideration to the 
problem. The present tendency is to en- 
deavor to strengthen the various com- 
panies by mergers. Several such merger 
have already been accomplished, most im- 
portant of which is the recent union of the 
Arminia with the Allianz, two of the 
largest German companies. The Arminia 
had almost no obligations to meet in 
foreign currency and was looked upon as 
among the soundest companies from a 
financial point of view whereas the Allianz 
was tied up wth a large volume of foreign- 
currency policies. This process is going 
on throughout the entire insurance busi- 
ness, and the manager of a Berlin insur- 
ance office expressed the opinion to the 
writer that in a few years there will be 
only three or four life insurance com- 
panies in Germany, which will be so bound 
together by agreements that they will mo- 
nopolize the business. 

“Another advantage looked for from 
these mergers is a reduction of overhead 
and simplification of procedure. Many 
forms of policy are being abandoned and 
it is openly pointed out that a monopoly 
can force the adoption of policies more 
favorable to itself, whereas under the 
competitive system policies more favorable 
to the public are constantly being brought 
forward. 

Keep Figures Secret 


“No reliable figures on the number of 
policies written are available. The official 
government statistics are concerned only 
with the volume of business, and the com- 
panies look upon the number of policies 
as a business secret. It can be definitely 
stated, however, that the number of poli- 
cies written annually has declined increas- 
ingly since the war. Two chief reasons 
are assigned for this fact. In the first 
place, increasing numbers of persons who 
in normal times would take out policies 
are being impoverished to such an extent 
that they are unable to save enough money 
to pay insurance premiums and in the 
second place, people who are able to pay 
the premiums see no advantage in taking 
out a policy in a depreciating currency. 
Some efforts have been made to overcome 
this very valid objection by writing do- 
mestic policies in foreign currencies, but 
until recently this has not been possible 
because of official restrictions on the use 
of foreign currency in domestic business, 
and although it may now be done under 
certain circumstances: it does not alto- 
gether solve the problem. The writer has 
discussed this question with a prominent 
German business man. Before the war 
this man took out several large policies in 
the belief that he was providing for the 
future of his family. He states that if the 
policies were paid today the sum so real- 
ized would hardly suffice to purchase a 
suit of clothes. He does not wish to in- 
crease his insurance as he does not know 
what a policy commensurate with present 
conditions would be worth five or ten 
years hence. He has therefore decided to 
invest what would otherwise go to insur- 
ance in real estate. 


Use Goods as Monetary Standard 


“Recently a number of local government 
bodies and industrial concerns have 
adopted a scheme of issuing bonds, not in 
marks, but in goods. The bonds call for 
so much coal, whéat, rye, or some other 
commodity. When due the value of the 
commodity on the date of maturity is to 
be paid to the holder of the bond. There 
has been some discussion of writing in- 
surance in a similar manner, but so far 
the legal difficulties have been found in- 
surmountable. 

“Two other reasons have occurred to 
the writer for the falling off in the num- 
ber of policies written, although they are 
minimized by insurance men and govern- 
ment officials in charge of the supervision 
of the insurance business. 

“Many young men just beginning to 


army at the outbreak of the war. Nor- 
mally a large percentage of these would 
have taken out life insurance. With the 
end of the war many of these returned to 
civilian life with disabilities which entitled 
them to government pensions. Such dis- 
abilities are in many cases sufficient to 
cause the rejection of any insurance com- 
pany as a poor risk, and furthermore, the 
pension, which is paid to the widow in 
case of the death of the pensioner (if he 
was married before his entry into military 
service) takes the place of life insurance. 


Effect of Government Insurance 


“Again, the operation of the national 
compulsory sickness and old age insurance 
laws and the practice of pensioning super- 
annuated employes, which is common in 
German financial and industrial undertak- 
ings, must have an increasing effect on 
the taking out of life insurance as they 
become more and more thoroughly estab- 
lished. 

“As opposed to the number of policies 
written, the volume of business has in- 
creased very greatly. The value of out- 
standing policies in Germany at the end 
of 1914 was 13,555,000,000 marks, at the 
end of 1920 this figure had risen to 22,694, 
000,000 marks. Exact figures for 1922 are 
not yet available, but reliable estimates 
place the value at 80,000,000,000 marks. 
While these figures indicate that the vol- 
ume of insurance written annually is on 
the increase they also show that the in- 
crease is not proportionate to the deprecia- 
tion of the currency, that is, that the gold 
value of outstanding insurance today is 
less than at the end of 1914. Converted 
into dollars at the rates of exchange 
obtaining on the three dates mentioned, 
the values given are: 


Marks Dollars 
3,227,000,000 


BORG wccccove 13,550,000,000 
3920 ..cccces 22,694,000,000 453,880,000 
1922 - 80,000,000,000 10,000,000 


Action of American Companies 


“Before the war four American life in- 
surance companies were doing business in 
Germany, the Equitable of New York, 
Germania Life of New York (now called 
the Guardian Life of New York), Mutual 
Life of New York and New York Life 

“At the outbreak of*the war the Equ- 
table and the Mutual Life liquidated their 
German business and the New York Life 
turned its business over to the German 
Kronos __ Lebensversicherungsgesellschaft. 
The Guardian maintained its office in Ger- 
many during the war but did no business. 
A representative is still in Berlin and the 
company is carried on the rolls of the gov- 
ernment insurance bureau as active if 
Germany, but no new insurance is being 
written.” 


Seattle Insurance School 


A life insurance school will be co 
ducted in Seattle this summer over ? 
period of nine weeks under the auspices 
of the Seattle Life Underwriters’ Asse 
ciation. The school will be identical 
plans with those held by the Carnegit 
faculty in San Francisco in 1921 at 
Los Angeles last year. The course 
which will again this year be in charge 
of Carnegie instructors, will begin July 
5, and will be under the supervision 0 
Charles J. Rockwell, director of the Ca 
negie school. Associated with Professo 
Rockwell will be Edward K. Strong 
and Curtis A. Hollingsworth, both 
the Carnegie faculty. The Seattle schoo! 
will be provided with classrooms_b¥ 
the University of Washington. The 
maximum enrollment for the salt 
course is $110 and 93 students hav? 
already enrolled. 


Fisher Quarter Century Month 


Bernard Nowack, agency supervise’ 
of the Connecticut Mutual Life at 


Des Moines office, advises that, - 
agency force wrote $380,788 of busine’: 
This was in honor © 


during March. ‘40 
Claude Fisher, the general agent, 8 
has been with the company for 25 eo 
continuously. The Des Moines ee 
force will tender a banquet to Mr. Fis “ 
April 16. Vice-President Loomis a 
Superintendent of Agencies : 
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Table Shows Monetary 
Value of Each Call and 
Interview to the Agent 


N exceedingly interesting bit of in- 

formation came to light in Detroit 
recently, when William H. Gage, son 
of the general agent of the North- 
western Mutual at Detroit, and 
an agent for that company in the 
Motor City, made public the record of 
his calls and interviews for the past 
eight years, disclosing the monetary 
value of each call and of each interview 
made during that time. 

Mr. Gage has kept a faithful record 
of his calls made in Detroit each year 
since 1914, and considered his first year 
commissions only in the valuation of 
his interviews and calls, making abso- 
lutely no account of his renewals. 

‘A compilation of his figures for the 
years 1914 to 1922 inclusive, disclosed 
that he has worked 1,585 days. During 
these working days he has made 18,302 
calls, out of which he has been success- 
ful in getting interviews 9,057 times. 
This has made his average first year 
commission earnings $59.07 per day. His 
total first year commission earnings for 
the eight years were $99,574. 

In calculating the values of these 
calls and interviews he has come to 
the conclusion that whether his man 
is in or out of his office, the mere act 
of calling has meant dollars and cents 
to him. 

The following table clearly demon- 
strates the immense value of making 
calls, and seeing a great number of 
people each working day, and also the 
importance of keeping one’s own rec- 
ord of daily calls and interviews. 


Year Calls Interviews 
Dn: ésisnesdeawndeweee $3.13 $5.80 

MD stbbadceooesseunes 3.52 6.81 

BE. “wencestectnaeéeewe 3.22 6.07 
eee rere 5.99 12.47 

EP eencceceeensadeuces 7.61 15.48 ° 
ME “hives cs oeugee eaves 6.48 13.70 

ME S6stecescdecenacas 6.50 13.28 

SEE decedetcededuooces 5.45 11.55 


This table shows that Mr. Gage 
reached the peak of his business in 
1919, and that his lowest level was 
made during the first year he kept his 
record. Evidently the mere fact of 
keeping records of his daily work, in- 
duced him to better his record each 
year, for the records show that this 
was steadily increased from the start 
straight through to the fifth year. 


Pan-American Agency Celebrates 


The Robert H. Beard Insurance 
Agency of Chicago celebrated the pass- 
ing of the $100,000,000 mark of the 
Pan-American Life last week with a 
dinner and theater party for the entire 
agency organization and their wives and 
friends, 

Vice-President Simmons of the Pan- 
American and General Counsel Black- 
urn of the American Life Convention 
Were the guests of honor. 

This agency was appointed general 
agent for the company last June and, 
although in its first year, is writing at 
the rate of $3,000,000 annually in. life 
msurance business. It is one of the 
leaders in business written. 

The Pan-American will hold its an- 
nual round-up in Chicago in May. 





Big Lapses in Idaho 


Conditions in Idaho have been such 
that during 1922 out of 48 life companies 
oe in the state only 18 were able 
no Ow an increase in insurance in force 
oe the result of their operations 
ol penn Idaho is largely an agricul- 
th ate and its business has suffered 

© Past few years, both because of 
on Prices and unfavorable weather 
oe itions. The result is reflected in 
leoesd rece of the companies which 
Pe — $3,500,000 more insurance in 
The li - Suy dlaced on the books. 
dhe aho State Life of Boise managed 
oo W an increase in insurance in force 
the He written $3,074,044, in the state. 

argest volume of new business of 


any company. 

















Budding Time 
( 


The joyous springtime this year is bringing the buds of 
a renewed business revival. Life insurance production is 
mounting. 


It is the time for the life insurance salesman to develop 
his germ of success. If his sales volume is not sprouting in 
new life he is allowing certain vital factors to lie dormant. 


Maybe his prospect list is made up of those folks who 
were the moneyed class two years ago but are not now. 
Maybe his sales attack suffers from dry rot. Maybe his 
morale has not heeded the reviving call of the season. 


Lincoln Life salesmen have been made aware of the busi- 
ness conditions just as they now exist, and by a very definite 
form of sales plan directed in a most earnest way have been 
rolling up larger and larger production figures each month 
this year. 


This personal interest in digging out the success germs 
for all our agents is extended to all those who 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 


Now More Than $240,000,000 In Force 
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T was a difficult job Alcibi- 
ades, the Greek, undertook— 
that of establishing himself. 
Apparently with him the first 
hundred years were the hard- 
est. When he was in short 
trousers, or short togas, or 

whatever they wore, Alcibiades was picked 

as chief admiral and made ready to capture 

Sicily. A few nights before he started, 

however, he went on a jamboree and upset 

some sacred statues. He managed to get 
under sail before he wasarrested but was call- 
ed back to face the indictments. Alcibiades 
thereupon decided Greece was a poor coun- 
try anyhow, and shifted his affection to 
Sparta, sailing again to Sicily and taking 
about all there was of the Roman island for 
his new people. The Spartans approved 
and were for making him a sort of sub- 
king. The real King, however objected; 
there was a row and Albiciades was told to 
run away and never come back. This left 
him an exile from both Greece and Sparta. 

Persia seemed near and in a year Alcibiades 

was the Persian King’s right hand man 

When he reached this eminence he em- 

ployed the Persian fleet to blockade the 

ports of Sparta and Greece. There was 
some starvation and Greece became re- 
pentant and Sparta began to weep. Alci- 
biades looked in the skies and went back 
home. There was much rejoicing, the 
blockade was stopped and our hero be- 
came one again. It didn’t last long, for 
there was another night of glory and the 
sacred statues were smashed once more. 

The next stop for Alcibiades was Egypt. He 

had some wealth, was tired, and decided to 

settle down. As in the latter days of Cleo- 
patra Egypt was even then a land of sirens 
and Alcibiades soon fell by the wayside. 

First he was robbed of all he had. Then he 

was stabbed to death. As he was dying he 

exclaimed ‘‘alone and unprotected.’’ This 
is a long story to lead to the phrase quoted. 

Yet it offers a fear to those who must face 

old age. Life insurance brushes away 

this hob-goblin. 





The Prudential 
Asa Insurance Company of America 
7 , 
TIORALTAR. EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1300% 
Gain in income ever last five years 590% 
Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 


The above figures are the results of the highest grade of service {to 


policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 
It Is the Last Word in 


SERVICE 


MUTUAL LIFE 
INSURANCE COMPANY 





T. E. BARRY, President, General Manager and 


Founder 

















KANSAS CITY LIFE’S BUILDING PLANS 





KANSAS CITY, MO., April 3.—Plans 
for the new million dollar home office 
building of the Kansas City Life were 
approved by the executive committee 
last week and construction opera- 
tions will be commenced on July 1, next, 
when the company acquires actual pos- 
session of the site chosen. This consists 
of a five acre tract at 3520 Broadway, 
which the company purchased last De- 
cember at a cost of $200,000. The tract 
is located in one of the best parts of 
Kansas City and has a frontage of 
363 with a depth of 592 feet extending 
from Broadway to Penn street. It 
slopes to the Broadway site and fur- 
nishes an ideal setting for the classic 
style of architecture selected by the 
committee. The building will be three 
stories high, 160 feet front and 140 feet 
deep and placed 140 feet from the front 
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line will leave about 100 feet of clear 
space to the north and south. 


Will Be Spacious Structure 


Wight & Wight, Kansas City archi- 
tects, will have charge of the plans. 
This firm was identified with the con- 
struction of the Pennsylvania depot in 
New York City and its members were 
formerly associated with Stanford 
White, the New York architect. Their 
plans for the Kansas City Life building 
will give it a very distinctive setting and 
an air of spaciousness in marked con- 
trast to buildings in the crowded down- 
town business section. More than 
60,000 square feet of office space will 
be provided in addition to numerous 
utility and storage rooms for files and 
other equipment. The elevators will be 
of the automatic electric type with mod- 
ern safety equipment to be operated by 
passengers or attendants. The heating 








plant will be housed in a separate build- 

ing in the rear and will be of the hot 

water type equipped for burning oil. 
Results of Reynolds’ Leadership 


The Kansas City Life, organized in 
May, 1895, has had three locations for 
its offices as its business has expanded. 
It first occupied the second floor of 
the 806 Grand avenue building, moving 
to the Commerce building in 1907, and 
now occupies the entire seventh floor 
of the Rialto building, as well as a 
large part of the fifth and sixth floors. 
When President J. B. Reynolds was 
elected in August, 1904, the company 
had total insurance in force of $2,000,- 
000. During the 19 years of his leader- 
ship the amount has increased to $235,- 
000,000 in force. The capital stock of 
the Kansas City Life was increased 


from $200,000 to $500,000 in January, 
1923. 
Will Look After Building 


President Reynolds expects to give 
personal and almost exclusive attention 
to matters connected with the new 
building as soon as work actively com- 
mences. He states that he has been 
fortunate enough to surround himself 
with “men who do things” and know 
how to do them and that every depart- 
ment of the Kansas City Life is iw 
working so smoothly and so success- 
fully that he will not have to worry 
about anything but new building plans. 
He has taken pains to personally visit 
officials of other companies building 
new home offices or having done s0 
lately and says that he expects the new 
Kansas City Life building to be the last 
word in home office building architec- 
ture. | 








SCOTT “LAW MONTH” LEADER 





Philadelphia Agent of Penn Mutual 
Captures Assortment of Prizes 
for Production Record 





PHILADELPHIA, PA., April 3—As 
usual, “Tom” Scott of Philadelphia led 
the field in “Fresident Law Month” of 
the Penn Mutual Life. The prizes were 
awarded Monday. The general prize, 
donated by officers of the company for 
the agent making the best showing dur- 
ing that month (December, 1922), went 
to Mr. Scott, whose production was 55 
lives insured for a total of $492,190, the 
premiums totaling $13,822.46. Mr. Scott 
also received one of the regular prizes 
in connection with “Law Month”—for 
the largest number of lives insured— 
and also another prize, for the largest 
volume of business in the home office 
agency during that month, this being 
a special contest. 

And, as if those honors weren't 
enough, Mr. Scott marched away with 
the Frederic H. Garrigues prize, do- 
nated by Mr. Garrigues, head of the 





mathematician’s department. This 
award has no connection with “Law 
Month,” but has been given each year 
for the past four years to the best 
all-round agent, based on largest pro 
duction for the year, greatest improve 
ment, etc.—nine points in all. Mr. Scott 
scored 62 percent, while his nearest 
competitor scored 46 percent. Rules 
prevent the same agent from taking 
the prize two years in succession, but 
Mr. Scott corraled it two years ag? 
and evidently intends to repeat the per 
formance whenever the rules permit. — 

The second and third prizes for “La¥ 
Month” in the special contest conducteé 
by the local agency went respectively 
to John William Clegg (amount ® 
premiums) and William J. Amos 
(amount of business). 


Springfield Agent Killed 


D. E. Beynon, district manager at 
Springfield, Ill., for the North Ane 
ican Life of Canada, was accidentally 
killed March 28 when his auto went om 
an embankment near Greenview, ' 
Mr. Beynon was one of the leading Pr 
ducers in the Illinois agency. 
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LONE STAR LIST GROWS ” ee 
MORE TEXAS LIFE COMPANIES iNeumnte ube 

_ build- * 

a hot § Two Additional Ones Reported to Be al 

ng in Process of Organization at : —wv a 

ne Dallas at Present 

ized in 

yns for 

ew DALLAS, TEX., April 3—It is re- 

oor 0 ported that plans for organization of 

, ant two more life companies in Dallas, are 

: am pretty well shaped up and that in all 

Cor § probability the organizations will be 

_ 4 § completed within the next 60 days. 

oors. One of the reports is that a stock 

S$ Was § company which will write all lines of 

53.000. life insurance is about organized. G. H. 

1 - - Sheenin, prominent local insurance man, 

‘$235.. is mentioned as one of the insurance 

Ca men connected with the move. It is 

eal said this company will have a $250,000 
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capital and surplus of half that amount. 

The other life company in process of 
organization is said to be a mutual. It 
is understood that Z. E. Marvin, 
millionaire druggist and real estate man, 
is identified with this move. It is under- 
stood this company is about organized 
and will soon be in operation. 

It is understood that neither, of these 
companies is identified with that under 
consideration by the Jalonicks of Dallas, 
who control the Republic Fire. The 
Jalonicks started a move for the organ- 
ization of a life insurance company some 
time ago. 

It is reported that their company is 
by no means dead. The plans are 
merely resting until conditions get back 
to normal. That will be in a few 
months if the present indications for 
good crops pan out. 


Ruling on Mountain States Case 


The statement that the Mountain 
States Life of Denver, plaintiff in a 
suit brought against several other com- 
panies operating in Colorado and the 
general agents, asking for $900,000 dam- 
ages for libel, had a full right to be 
protected and that the alleged state- 
ments of the defendants were not priv- 
ileged but were libelous, was offered by 
Judge A. G. McChesney of Trinidad. 
sitting in the district court at Denver 
last week. 

A new amended complaint. however, 
must be drawn by the plaintiff’s attor- 
neys. Judge McChesney sustained a 
motion by defense attorneys to strike 
out the original amended complaint, on 
the grounds that it was too voluminous. 
He ruled that a more careful and pre- 
cise complaint, with more careful state- 
ments of the alleged injurious innuen- 
does and their effect. was necessary. 
Attorneys for the Mountain ‘States 
were given 60 days to draw the new 
complaint, and the defense was granted 
30 days to answer. 


Favors Compulsory Life Insurance 


Sam D. Scott. representing the Mutual 
Life of New York at Williston. N. D.., 
Rave the Rotary Club of that citv some 
valuable information regarding life in- 
Surance at its meeting last week. He 
cited facts and figures to show the great 
need of educating the public to the 
necessity of life insurance protection 
and expressed the belief that everv 
American at the head of a family shovld 
De compelled by law to carry some life 
msurance, 


Places Big Policies 


Charles L. Lewin, of Lewin & Baker. 
ne., leading life insurance salesmen of 
4s Angeles, returned home recently 
rom a month’s absence in the east, 
‘siting New York and other large cities 
— this time Mr. Lewin formed 
-— connections with a number 
the aI 'f comnanies in connection with 
locks — of $3.500,000 on the life of 
life sf — and $1.000,000 on the 
Th: ot Arthur Letts of Los Angeles. 

18 additional insurance increases the 














ILLINOIS 


FRANKFORT 


[INDIANA 





You Can Learn a Good Deal 


From The Farmer 


Many life insurance men are producing a very satisfactory 
volume of business by soliciting farmers. But have you stopped 
to analyze the farmer in his daily work? Have you thought of 
using the methods he uses? 


He prepares the ground first. Very carefully indeed, and then 
plants the seed. But after the seed is planted, does he forget 
the cropP No. Hecultivates it frequently. He wants 
maximum results. 


Prepare the ground before you see the prospect and after you 
have sold him, make him your friend. The oftener you see him, 
the greater will be his satisfaction and interest. 


Follow the example of the farmer, take care of your policy- 
holders, and it won’t be long until they’ll take care of you. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 























total carried by Mr. Letts to $2,500,000. 
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Dependability 


Thousands of policyholders have 
learned to depend upon the Colum- 
bia Life emblem as one representing 
a life insurance institution of maxi- 
mum protection. In a like manner 
agents of the Columbia soon realize 
that theirs is a company of un- 
blemished record. The present day 
activity in the ranks of Columbia 
Life agents is due to their unswerv- 
ing loyalty to their company. And 
the company, realizing its obligation, 
works in harmony with the entire 


field force. 


Good Agency Openings 


There are several very desirable agency opportunities 


with the Columbia Life. Write us, we will be pleased 


to give you any particulars. 


THE 
COLUMBIA LIFE 


INSURANCE COMPANY 
SUMNER M. CROSS, President 


Cincinnati, Ohio 














Capital $200,000 





6 bw life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. MORRISSETT, VICE-PREs. 


DAYTON, OHIO 




















DEATH RATE INCREASED 





WHY MORTALITY WAS HEAVY 





Metropolitan Life Tells How Influenza 
Influenced Record During Month 


of February 





NEW YORK, April 4—The increased 
mortality recorded by all life companies 
during February is commented upon in 
the “Statistical Bulletin” of the Metro- 
politan Life in part as follows: 

“The death rate for February (11.5 
per 1,000) is the highest reported for that 
month among the industrial policyhold- 
ers since 1920, at which time the first 
recrudescence of the great influenza epi- 
demic of 1918 was at its height. As com- 
pared with February, 1922, there was an 
increase of 7.7 percent in the mortality. 

“The presence of epidemic influenza is 
the explanation for the high February 
death rate. Influenza and pneumonia 
alone are charged with 2,698 of the 11,999 
February deaths from all causes. Ex- 
perience in prior epidemics has demon- 
strated conclusively that influenza is a 
distinct factor in hastening the death of 
many persons who have chronic ail- 
ments. This doubtless accounts for 
much of the 8 percent increase in the 
mortality from organic heart disease in 
February, as well as for the increases of 
more than 4 percent for chronic nephritis 
and about 4 percent for tuberculosis.” 

_In referring to the automobile accident 
situation the publication says: “This be- 
comes more discouraging month after 
month, It is true the February death 
rate is lower than for the preceding 
month. It would be strange, indeed, if 
it did not show some decline in view of 
the seasonal conditions, which have pre- 
cluded the operation of many motor ve- 
hicles, but when comparison is made 
with the rate for February of 1922, an 
increase of 20 percent is shown. 


Disavows “Klan” Agents 


There is one Kansas life insurance 
company which will not permit its of- 
fices to be used as the headquarters of 
the Ku Klux Klan. The Great Amer- 
ican Life of Hutchinson has closed its 
Emporia offices and cancelled the li- 
censes of its agents there because they 
were active in the promotion of the 
Klan in Emporia. As a matter of fact 
the company suspected that the agents 
were using their connection with an 
insurance company purely as a blind 
and that they were doing much more 
business with the Klan than with the 
insurance company. 

Fred Abshire has been in Emporia 
about a year. He is credited with being 
the organizer of the Klan. George R. 
Kidwell has been in Emporia about a 
month. Both claimed to be agents of 
the company. They had a nice suite of 
offices and many signs in the halls that 
they were the agents of the Great 
American. But the company found 
that they wrote very little business al- 
though they had many visitors. When 
the company found that the offices were 
used as the headquarters of the Klan 
it sent telegrams cancelling the licenses 
and closing its office. disavowing any 
connection with the Klan and declaring 
that it would not permit its name or 
offices to be used as a blind for the 
transaction of Klan business. 


Lose Suit Against Kokomo Life 


O. W. Crossen, W. H. Toney, Irvin 
L. Hollowell and J. B. Laverty of 
Kokomo, Ind., lost a suit last Saturday 
against promoters of the Kokomo Life 
& Accident in which they demanded 
$7,000 as commission on business sold 
for the company. It was charged that 
the defendants organized the Kokomo 
Life and set out to sell enough insur- 
ance to qualify under the state law 
but that permission was denied to com- 
pany to begin business. The plaintiffs 
were agents and claimed that they sold 
$275,000 of business. 


SLUMP IN RURAL SALES 


—_——— 


FARM BUSINESS SLOWS DOWN 





Temporary Revival Halted by Advance 
in Prices of Things That 
Farmer Must Have 





LINCOLN, NEB., April 3.—Ne- 
braska insurance men are looking ask- 
ance at the advancing price of manu- 
factured goods in the east. They say 
that the higher prices already quoted 
on those things that the west must buy 
from the east have already had the 
effect of slowing up new business. H. J, 
Kirschstein, superintendent of agents for 
the Midwest of Lincoln, says that with 
the farmer still getting the worst of it 
in the price exchange, it is not possible 
to hope for the insurance business to 
get back to normal. 

The Midwest had a very good January 
business, but the effect of the advanced 
prices was reflected in the business writ- 
ten in February. Farmers’ are very 
frank to discuss this phase of the matter, 
They say that with their dollars worth 
only a little over par as compared with 
1914 prices they are at disadvantage 
with the manufacturer and his 160 per- 
cent dollar. Farm products have been 
slowly climbing in price for the last 
vear, but the advance has not been large 
enough, by many points, to overtake the 
average price index. Now with the mar- 
gin between them lengthening by the 
marking up of manufactured goods, the 
farmer is again angered, and in this 
frame of mind is not a ready buyer of 
insurance or much of anything else. 

Oak E. Davis, Nebraska manager for 
the Security Mutual, said that he had 
observed the same thing, a lessened dis- 
position on the part of the farmer, who 
had been regaining a part of his old 
optimism, to get back into the field asa 
liberal buyer of insurance. There are 
fewer lapses among the farmers at the 
present time, but these have not ceased, 
by any means. Mr. Davis said that the 
Security Mutual will write a larger 
amount of new business in 1923 than tt 
did in 1922, but he believed, from pres- 
ent indications, that it will not be as 
large as had been expected a few weeks 
ago, and that it will be due to better 
organization and more intensive cultiva- 
tion of the field. ' 

H. W. Noble, who represents the New 
England Mutual in the southern Ne- 
braska field, said that business ™@ 
Nebraska is following the price level o! 
Nebraska farm products, and rising of 
falling as the exchange value of these 
products goes up or down. The com- 
pany’s reports from other states show 
the same thing is true where agriculture 
is dominant. 


New Federation Secretary 


Royal N. Allen has been chosen 4 
secretary of the Insurance Federation of 
Illinois to succeed Charles W. Olson. 
who was elected vice-president at the a 
nual meeting in Springfield a short time 
ago. Mr. Allen is a man of wide exp 
rience in legislative and publicity matters 
familiar with the legislative situation bot 
in Washington and Springfield. He has 
been for a number of years secretary ¢ 
the Affiliated Clubs of Chicago and ere 
County which has brought to successiU 
conclusion many good movements or 
civic betterment. The general headquat- 
ters of the Federation in the Westminster 
building in Chicago are now being en 
larged. 


Iowa Tax Bill Beaten 


Insurance companies won 4 victory 
the Iowa senate when the Browne se 
increasing taxes on foreign and domes - 
insurance companies was killed, 24 10 4 

The insurance committee had neo 
indefinite postponement for the yy * 
ure, which would have increased life 
tax on gross premiums of core” ee 
insurance companies from 272 to P 


ae 1 to 
cent and on Iowa companies from 
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CONSERVING BUSINESS 





FREE MEDICAL SERVICE PLAN 





Universal Life of Dubuque Uses Every 
Endeavor to Keep Down Its 
Lapse Ratio 





The Universal Life of Dubuque, Ia., 
is making fine progress. February 
showed an increase of 37 percent over 
February of last year. March showed 
an increase of 43 percent over March of 
last year. 

Its lapses for the first three months 
have been remarkably low: With ap- 
proximately $4,000,000 of insurance in 
force on Jan. 1, the total lapses for the 
first three months have been only $62,- 
000. For a company just two and one- 
half years old this is a good record. 

Chas. H. Ward, general manager of 
the company, attributes its low lapse 
record to the system of letters that it is 
using in the conservation department. 
Each policyholder hears from the com- 
pany during his first policy year, four 
different times. These letters are not 
premium notice letters. They are letters 
telling the policyholder something about 
his contract and company. 

The company has recently added to its 
policyholders’ service a free yearly medi- 
cal inspection offering to give once a 
year a health inspection, to be made by 
a local examining physician. 


Peoria Life’s Iowa Meeting 


The Iowa state convention of agents 
of the Peoria Life at Cedar Rapids, la., 
was attended by 75 officials and agents. 
It was conclusion of the “bring home 
the bacon” contest and the agents 
termed the convention the “Pig Mar- 
ket.” For each $1,000 policy sold the 
home office sent a pasteboard pig and 
they were redeemed by bonuses at this 
convention. 

Emmet C. May, president; Walter E. 
May, vice-president; Thomas A. Stamp, 
field manager and George Patterson, 
secretary, were among the officials pres- 
ent. Lee James was in charge of the 
local arrangements. 


Liberty Life in Texas 


The Liberty Life of Topeka, Kan., 
was last week granted license by the 
Texas department to do business in 
Texas. The papers were taken to the 
Texas Capitol by Charles A. Moore, 
vice-president and manager of the com- 
pany, and Dr. H. B. Hogeboom, medi- 
cal director. 


Join Fight on “Gun-Toter” 


Insurance companies are joining the 
move for crime prevention pushed by 
the Chicago Law and Order League, 
which is waging a special campaign 
against the gun-toter. All of the officials 
and home office employes of the Peoria 
Life, headed by President Emmet C. 
May, recently signed a petition urging 
every man, woman and child, “to help 
break the gun-toters’ conspiracy against 
society,” and pledging cooperation in the 
movement. 





Endowment Campaign On 


PORTLAND, ORE., April 3— The 
endowment insurance campaign launched 
by the Life Underwriters’ Association 
ot Oregon to aid the University of Ore- 
gon in its drive to raise an endowment 
und of $10,000,000 is bringing results. 
Scores of $1,000 ten-year policies with 
the university as the sole beneficiary 
have been sold to date with the scheme 
only started, 





Drops Building Plans 


an Liuarantee Fund Life of Omaha, 
Se hoe been considering the erection 
Seen office building there, has 
sonia ed construction because of local 
-nditions and has renewed its lease on 


SEPARATION LOSES OUT 


TEXAS BILLS VETOED BY NEFF 





Governor Opposes Effort to Separate 
the Insurance and Banking De- 
partment in the State 





AUSTIN, TEX., Apr. 4.—Governor 
Neff today vetoed the two bills which 
sought to separate the insurance and 
banking department into two separate 
and distinct departments. One of these 
bills created the state banking department, 
while the other created the state insur- 
ance commission with three members, 
this commission to have charge of the 
functions of the present insurance divi- 
sion of the department of insurance and 
banking and also those of the present 
state fire insurance commission. 

“I do not deem it for the best inter- 
ests of the state at this time for these 
two bills to become laws,” said the Gov- 
ernor in his veto statement. “In view of 
the fact that the legislature is to be in 
session within the coming two weeks, 
I deem it to the best interests of the 
state that these two bills be vetoed, and 
after further investigation if it is deemed 
wise to have the insurance department 
separated from the banking department, 
and create in keeping with the provi- 
sions of these bills what is known as 
the department of insurance, the matter 
can be submitted to the special session 
of the legislature.” 


Northwestern Mutual Denver Meeting 


The third annual conference of gen- 

eral agents and cashiers of the North- 
western Mutual Life was held at Den- 
ver last week. More than 60 men from 
20 states west of the Mississippi were 
in attendance. Among the i 
from the home office of the company at 
Milwaukee who were in attendance were 
M. J. Cleary, vice-president; 
Evans, actuary; G. E. Copeland, super- 
intendent of agents; M. H. O. Williams, 
assistant superintendent of agents, and 
G. L. Anderson, assistant secretary. W. 
K. Murphy, general agent at Los An- 
geles, was chairman at the four-day 
conference. 


Oregon Life to Celebrate 


The Oregon Life of Portland, Ore., 
will celebrate its seventeenth birthday 
April 12. An agent’s luncheon confer- 
ence will be held at the Portland Cham- 
ber of Commerce in observation of the 
anniversary. 

The Oregon Life now has more than 
$30,000,000 of policies in force in Ore- 
gon, Washington and Idaho. 

At the end of the company’s first year 
of business it had $624,000 of policies 
written. 

C. S. Samuel, general manager of the 
company, is highly optimistic over the 
future and expects each year to show 
increased business. 


Pearson Locates in St. Louis 


Barney Pearson, well known dispen- 
ser of life insurance selling pep, whose 
lectures and course of study have proved 
the incentive for many field men to 
greatly increase their production, has 
decided to locate in St. Louis. He re- 
cently lectured at the convention of the 
Standard Life agents there. 


Iowa Fraternal Bill Fails 
Iowa fraternals have been waging a 
merry war before the Iowa legislature 
over an effort to so amend the present 
statutes as to permit the Brotherhood 
of American Yeomen to erect in that 
state a home for orphans to cost $1,000,- 
000. The Iowa laws will not permit such 
expenditures in Iowa and Representative 
Diltz introduced a bill providing for the 
necessary amendments and adjusting 
Iowa fraternal insurance laws more 
nearly to those of other states. He cop- 
ied or followed the New York confer- 
ence law, which is in force in some 36 
states. But when the bill came out, op- 
position from other fraternals developed 
and the measure was lost. A motion to 
reconsider was filed and it is possible 
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that the bill will yet come up. 
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PROVIDENT MUTUAL 


Lire INsuRANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous 
corporate existence, but, having mutualized, will 
be known hereafter as the 


Provident Mutual 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 


The policies of the Provident Mutual contain new 
and attractive features, including the recently 
adopted and exceedingly liberal Total and Per- 
manent Disability Clause. 


An Increased Dividend Scale for 1923 




















THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 


q “THE matter of taking out life in- 
surance is a serious and important subject. 
Many a man defers its consideration entire- 
ly too long—’”’ 


@ We offer the accrued benefits of 
seventy-seven years of successful life in- 
surance experience. 























HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 

Industrial policies are in full immediate benefit from date of issue. 

Ordinary policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. Go9p CONTRACTS I'OR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas’ 
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Safety of Old Line Insurance 


THE embarrassment in which the In- 
DIANA NATIONAL Lire found itself, re- 
sulting in its reinsurance and also in 
the appointment of a receiver to liqui- 
date the institution, was used by the news- 
papers in a way to leave a wrong im- 
pression among the people. The inference 
was that here was an old line company 
that had failed with the result that the 
policyholders might suffer considerable 
loss. 

It ‘would seem that the insurance in- 
terests were not awake to the situation 
in allowing this harmful publicity to go 
unchallenged. As a matter of fact no 
policyholder lost a cent. The business was 
reinsured in the Muissourt State Lire. 
The stockholders may suffer a loss. That 
is neither here nor there. The public is 
interested in the policyholders’ standpoint. 
Rare indeed have been the occasions when 


a policyholder in an old line company 
has suffered any loss through failure of 
a company. The business is reinsured in 
some stronger institution. 

One of the big bulwarks of a legal re- 
serve institution is the fact that it is almost 
impossible for a policyholder to lose. Once 
in a while some duplicity is worked as 
was in the case of the PirrspurcH Lire & 
Trust and the Nracara Lire by dishon- 
est officers. Even in cases of that kind 
the business was taken over by the Met- 
ROPOLITAN Lire. The reserve in the 
PittspurGH Lire & Trust was impaired, 
but the MetropotitaAN Lire succeeded in 
working out the situation successfully so 
that the policyholders eventually were not 
the losers. This is a big argument for the 
legal reserve system. Stockholders may 
lose in cases of this kind but policy- 
holders are safe. 


Sales Congresses Reach Agents 


THE sales congress in life insurance is 
now an established institution. In the 
larger centers these symposiums are staged 
every year. They are miniature NATIONAL 
Lire UNDERWRITERS ASSOCIATION conven- 
tions, In some respects they may be bet- 
ter. They bring together in more com- 
pact form men who are earnest in the 
business. They do not have to trayel 
so far to go to a convention. They do 
not have to stay so long. The expense 
is, therefore, cut down. They have the 
opportunity of listening to a varied pro- 
gram. They come in contact with the 
best minds in the business. They hear 
inspirational and educational talks. 

Going to national conventions involves 
considerable expense. Many men attend 
the conventions not only to derive busi- 
ness benefit but they make it a sort of 


vacation or outing. The sales congress is 
strictly a business proposition. It means 
concentration of thought, during the en- 
tire time of the meeting. The NaTIoNaL 
Lire UNDERWRITERS ASSOCIATION conven- 
tions bring together probably the more im- 
portant and larger producers in the busi- 
ness and general agents. The sales con- 
gresses reach farther down the line and 
bring in men who have not reached the 
heights altogether but who are struggling 
along and yet making a success. It is to 
such men the sales congress means much. 
An agent gets ideas, goes out and works 
them. They mean dollars and cents to 
him. The sales congress in our opinion 
should be a pragtical, helpful, educa- 
tional, inspirational conference. The pro- 
grams of the congresses recently held 
have been most interesting and constructive. 


Value of Disability Survey 


THE review and analysis of disability 
clauses now being made by a special com- 
mittee of the AMERICAN Lire CoNVENTION 
headed by Dr. Henry Wireman Cook, 
vice-president of the NorTHWESTERN Na- 
TIONAL Life, will constitute a most im- 
portant survey. Dr. Coox is a medical 
director of repute, a man of vision and 
one who is capable of bringing out from 
an investigation of this kind some very 
valuable material. Associated with him 
are men of singular fitness. The dis- 
ability clauses may be sai to be in the 
making.’ They are not permanent. There 
is considerable groping about as yet. The 
experience even of the companies having 
issued policies with these clauses the long- 
est is not comprehensive. 


There is danger in companies viewing 
with one another in competition, each aim- 
ing to put out something that will make 
a big selling point. The companies even 
now may be compared to the accident 
companies that brought out frill after 
frill in the effort to meet a competitor 
and produce a policy with more selling 
points. It involved them in many diffi- 
culties. 

It is well that we should take an in- 
ventory of these clauses, analyze them, 
classify them, point out the tendencies 
of the times and perhaps sound a word 
of warning. The committee of which 
Dr. Coox is the head will undoubtedly 
be able to present a very helpful and 





valuable report. 


PERSONAL GLIMPSES OF LIFE UNDERWRITERS 

















Agents of the Provident Life & Acci- 
dent Company, scattered through 20 
states, united in a surprise birthday 
party Monday mornine of last week, in 
honor of President R. J. Maclellan and 
Secretary W. C. Cartinhour. By an 
unusual coincidence the natal days of 
these two officials fall on following 
days, Mr. Cartinhour’s on March 25 and 
Mr. Maclellan’s March 26. 

Other officials in the home office, in 
conspiracy with the agents, arranged 
for a special drive for business to be 
delivered on Monday morning, agents 
sending in their applications in special 
envelopes. Several basket loads of mail 
were dumped on the president’s desk 
and upon opening and counting it was 
found that the agents had sent in more 
than 2000 applications for life, health, 
accident and liability insurance, making 
it by far the largest single day in the 
history of the company, both in the 
amount of premium collections and 
number of applications. 

A number of special stunts featured 
the ceremonies in the home office. Mr. 
Maclellan and Mr. Cartinhour were 
presented with suitable remembrances 
on behalf of the home office employes. 


Commissioner Clarence W. Hobbs of 
Massachusetts, whose three-year term 
in office expired on March 23, has been 
re-appointed for a second three-year 
term, the appointment being subject ta 
approval by the governor’s council, 
which it will undoubtedly have. Com- 
missioner Hobbs has given eminent sat- 
jefaction in office and has won the high 
esteem and confidence of the insurance 
interests. 

Claude Fisher, general agent of the 
Connecticut Mutual at Des Moines, Ia., 
completed 25 years of continuous serv- 
ice with the company March 1. Mr. 
Fisher began with the Connecticut Mu- 
tuat at Clifton, Ia., in 1898. Four years 
later he was appointed general agent 
at Creston. He moved to Des Moines 
March 1, 1906, in which city he has con- 
tinued to direct the interests of the 
company. 

James F. Chase, for many years in 
the life insurance business in Boston, 
latterly with the National Life of Ver- 
mont, and formerly secretary of the 
Boston Life Underwriters Association, 
died at his home in Malden Friday, aged 
64 years. 


Harry M. Ramey, aged 60, well 
known life insurance man at Little 
Rock, Ark., died at his home there 
Thursday. Mr. Ramey was born in 
Rappahannock, Va., and began his bus- 
iness career as an employe of a general 
merchandise store’ at Marshall, Va. 
Five years later he entered the insur- 
ance field. Mr. Ramey went to Arkan- 
sas as manager for Arkansas and Okla- 
homa for the Equitable Life. Six years 
later he was made state manager of 
the National U. S. A. and had served in 
this capacity for 15 years. He retired 
from this company more than a year 
ago because of ill health. 

Henry S. Robinson, president of the 
Connecticut Mutual Life, recently ad- 
dressed a letter congratulating Mrs. 
Mercy A. M. Walker on having reached 
the 100th anniversary of her birth and 
also on being the oldest living policy- 
holder in the Connecticut Mutual. Mrs. 
Walker’s policy has been in force longer 
than any other contract with the Con- 
necticut Mutual. The policy was writ- 
ten in 1849—74 years ago—the policy 
number being 4163. 

Mts. Emily Seymour Goodwin Hol- 
combe, wife of President John M. Hol- 
combe of the Phoenix Mutual Life, died 
last week at Hartford from heart dis- 
ease. Mr. and Mrs. Holcombe observed 
their golden wedding anniversary Jan. 
29. 


Joe Navison, agent for the New York 





Life in Boston, is celebrating his 25th 
anniversary of his connection with that 
company this month. When he began 
with the New England branch in April, 
1898, it was with little expectation of 
making insurance his life work. He 
looked upon it somewhat as a joke. 
President Kingsley, then in charge of the 
company’s affairs in New England, see- 
ing Mr. Navison’s merit, encouraged 
him to continue and make it his serious 
life work. In eight months in 1898 he 
produced only $35,250. The next year 
he paid for $153,500 and continued to 
average about $150,000 annually until 
1909, when he stepped into the $200,000 
club and has been there ever since. In 
1912 he paid for $440,500, in 1916, $410,- 
500, and in 1922, $411,000. He has writ- 
ten more than $6,000,000 insurance al- 
together or an annual average of 
$250,000 for the whole 25 years. 


T. L. Hansen of New York, vice- 
president of the Guardian Life of that 
city, was in Chicago last week on his 
way to the Pacific Coast. He stopped 
en route at St. Paul and Minneapolis, 
then went to Fargo, N. D., and across 
to Portland, Ore. 

Israel Andron, who is a member oi 
the Sundelson agency of the Equitable 
Life of New York in New York City, 
was formerly a teacher in the New York 
elementary and high schools. During 
1910 and 1911 he occupied the pulpit of 
one of the largest synagogues in New 
York City. Then he was identified with 
the New York Produce Exchange Bank 
He went with the Equitable in 1921 
and paid for $238,000. Last year he 
paid for $359,000. This year he is aim- 
ing at the $1,000,000 record. 


Clarence E. Linz, vice-president of the 
Southland Life of Dallas, Tex., has been 
elected vice-president of Sanger Broth- 
ers, wholesale and retail merchants of 
Dallas, Waco and Fort Worth. Mr. 
Linz said the new position would not 
affect his duties with the Southland and 
that he would act only in an advisory 
capacity with the board of directors ot 
the big department store operators. Mr. 
Linz is a capitalist and is identified with 
Republican state and national affairs. 

Harry L. Seay, president of the South- 
land Life of Dallas, and owner of one 
of the biggest irrigated tracts on the 
Rio Grande, will entertain the Dallas 
wholesale merchants on their annual 
trade trip next month. His big irriga- 
tion plant and citrus farm will be 1- 
spected by the trade trippers. A banquet 
will be spread by Mr. Seay in the 
large mess hall on the plantation. The 
Dallas delegation will be composed 
120 persons. Mr. Seay says he will 
show them the time of their lives. 

Frank B. Lowe, the new manage 
of the Guardian Life at Atlanta, Ga. 
is a native of that city, being 36 years 
of age. After graduating from the high 
school there he joined the office force 
of the Northwestern Mutual Life. Later 
he was cashier, then assistant general 
agent, and about two years ago Wa 
made joint general agent. He will build 
up the Guardian Life in norther® 
Georgia. In a little more than a yea 
and a half, Mr. Lowe’s old agency 
placed over $5,000,000 in insurance. 


William, J. Cameron has been me 
actuary of the Home Life of New = 
to succeed Henry Moir, who recently 
resigned from that position to becom 
manager of the United States Lite. 
H. N. Sheppard has been made “7 
ate actuary of the company. Both : 
Cameron and Mr. Sheppard have “ 
many years experience in connectit 
with the actuarial department o! ' 
Home Life. 


Harry W. Hill, of Earlham. Ta., sec 
retary of the State Life of Des Mowe 
was almost instantly killed —_ - 
elevator at the Randolph Hotel a 
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Moines fell from the eighth floor to the 
basement. He was one of the original 
directors and organizers of the State 
Life. For a year past he held the 
office of secretary. Having decided to 
locate in California, he had disposed of 
his interests in Iowa and resigned from 
the company. 

Besides Mr. Hill, his wife and Mrs. 
Richard Hoskins, a sister-in-law of Mr. 
Hill, and the elevator operator were 
killed. Mr. Hill’s daughter, 9 years 
old, and a daughter of Mrs. Hoskins are 
not expected to live. 

Mr. Hill carried a 20-pay policy for 
$25,000 in the State Life, with a double 
indemnity provision. The child if she 
survives will be the beneficiary of the 
$50,000 paid on this policy. This is 
one of the largest, if not the largest, 
double indemnity claim in Iowa. The 
State Life carried $10,000, its maximum 
retention, and $40,000 was reinsured in 
other companies. 

Dr. John A. Stevenson, vice-president 
of the Equitable Life of New York, 
has undertaken to direct the organiza- 
tion of a committee to take charge of 
the activities of the sales executives’ 
division of the American Management 
Association. This division, the associa- 
tion states, will aim at “the interpreta- 
tion of sales management problems in 
terms of the human factor.” <A _ sub- 
sidiary committee on training for sales- 
men has been organized with Henry S. 
Dennison as chairman. Other members 
of this committee which is preparing 
a report to be completed in June, are 
Percy S. Straus, Lucius -R. Eastman, 
Prof. Elmer E. Ferris, New York Uni- 
versity; J. E. Kavanagh, vice-president 
Metropolitan Life; E. St. Elmo Lewis, 

Shaw, S. Yoakum, director 
of the Bureau of Personal Research, 
Carnegie Institute; W. J. McDonald, 
managing director American Manage- 
ment Association. 

H. Wibirt Spence, Jr., son of the 
manager of the Mutual Life at Detroit, 
was united in marriage to Miss Virginia 
Sanders of South Bend, Ind., March 24. 
Mr. and Mrs. Spence, with their daugh- 
ter, Miss Marjorie, attended the wedding 
while Francis Spence, brother of the 
groom attended as best man. Immedi- 
ately after the ceremony, Mr. and Mrs. 
Spence departed for Asheville, N. C., 
on their honeymoon. Mr. Spence, Jr.. 
is associated with a Detroit brokerage 
house. 


-_- 


M. H. Wolfe, president of the United 
Fidelity Life of Dallas, was the princi- 
pal speaker at the annual banquet of 
the Retail Merchants Association at 
Waco, Tex. Mr. Wolfe discussed the 
problem of the retail merchants and the 
necessity for their standing behind their 
trade but to be leery of a credit system 
which could not be converted into cash. 
He predicted better times in Texas and 
said that already the situation is much 
improved. 

James A. Maddox, manager of the 
Missouri State Life at Columbus, O., 
has been elected governor of the 22nd 
district of Rotary clubs. There are 27 
Rotary Clubs in the district. He is a 
Past president of the Columbus club. 


C. W. Van Beynum, who a few years 
ago went with the publicity department 
of the Travelers at Hartford, has been 
appointed assistant publicity manager of 
the company. Mr. Van Beynum is well 
known to the insurance world, having 
formerly been associate editor of THE 
National Unperwriter. Before going 
with THe Nationa UNDERWRITER he was 
in the insurance business at his old home, 
Janesville, Wis. He is a man of fine 
ability and very popular. 


Francis L. Brown, secretary and vice- 
President of the Rockford Life of Rock- 
ord, Ill, is an executive who is getting 
results with his company. Mr. Brown 
Png general manager of the Rockford 
-ife and is responsible for its success. 


Notwithstanding the depression in 1921, 


the comp 


25 percent insurance in force and at the 
same time increased its surplus nearly 
20 percent. Last year in spite of ad- 
verse conditions and heavy lapses it 
made a substantial increase in insurance 








in force and increased its surplus $28,- 
000. It now has $11,171,020 insurance 
in force, $200,000 capital and $102,660 
net surplus above capital and all liabili- 
ties. 











LIFE AGENCY CHANGES 














CHANGE IN ATLANTA AGENCY 





Hugh M. Willet Succeeds Firm of Bag- 
ley & Willet for Penn Mutual in 
That Territory 





The firm of Bagley & Willet, mana- 
gers for the Penn Mutual at Atlanta, 
has been dissolved and Hugh M. Willet 
will have sole supervision of the terri- 
tory, which is north Georgia and west- 
ern South Carolina. Headquarters are 
at Atlanta. Mr. Bagley retires from 
the firm at this time in order to take 
the active direction of his other large 
interests. He will continue his connec- 
tion with the general agency of Bagley, 
Willet & Payne, which operates in 33 
counties in south Georgia with head- 
quarters at Macon with G. E. Payne, 
the local partner, in charge. Mr. Willet 
has been president of the Georgia Asso- 
—_—_— 





the National Association of Life Under- 
writers. The agency was established by 
Mr. Bagley in 1894 and in 1902 Mr. 
Willet became associated with him. The 
Macon agency was established in 1913. 
Its status is not effected by the Atlanta 
change in any way whatever. 


R. H. Martin 


R. H. Martin of Quincy, IIL, has 
been promoted to agency manager for 
the Bankers Life in southeastern Iowa 
with headquarters at Ottumwa, Mr. 
Martin has been a star salesman in the 
F, F. Garrett agency at Quincy for 
several years. ° 








C. Trueman Redfield 


C. Trueman Redfield has been ap- 
pointed general agent for the Connect- 
icut Mutual at Sioux City, Ia., to suc- 
ceed LeRoy F. Campbell. He will have 
that part of Iowa lying west of the 
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Union 
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eastern boundaries of Mitchell, Floyd, 
Butler, Grundy and Crawford counties 
and north of the southern boundaries 
of Grundy, Hardin, Hamilton, Webster, 
Calhoun, Sac, Crawford and Monona 
counties. 





George W. Okey 


George W, Okey, agency manager for 
the Bankers Life in central lowa, has 
resigned as agency manager but will 
continue to represent the Bankers on 
the sales force. Mr. Okey’s health is 
in such condition that he can not devote 
the time and energy required for agency 
management. Mr. Okey has been con- 
nected with the Bankers for many years 
and has made a splendid record with 
that company. 





T. Milton Taylor 


T. Milton Taylor, Michigan manager 
for the Great West Life at Detroit 
for five years, has been transferred to 
Chicago to open up Illinois for the 
Great West Life. T. S. Coleman, inspec- 
tor at Ottawa, Ont., will succeed Mr. 
Taylor in Detroit. The Detroit agency 
will move May 1 to the fifth floor of 
the new Park Boulevard building, where 
double the present floor space has been 
secured. Mr. Coleman has been with 
the Great West Life since 1914, having 








$200,000. 








For Policyholders: 








Teamwork Tells 


Cincinnati, Ohio 


Agents’ loyalty and enthusiasm, plus new Home 
Office Service features produce Teamwork and 
increase production. 


These new features will help Union Central 
Agents get more business: 


Increased Cash Values made retro- 
active—Enlargement of Free Health Test Service—5% 
interest on policy proceeds and dividends, left on deposit. 


For Agents: 


Home Office leads—Letter Circularization 
Service—Special Bulletin Service—Limit increased to 


For Prospects: New Business Protection Policy—New 
Life Income Endowment Policy—Liberalized Disability 


Clause—Substandard Insurance. 


TEAMWORK—Boosting Policyholders and a 
Loyal Agency Force backed up by the Home 
Office insure success for the Union Central Agent. 


For agency relations write the Home Office. 


The Union Central Life Insurance Company 
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been with the New York Life for 12 
years prior to that time. 





V. L. Henning 


V. L. Henning of Allerton, Ia., who 
has for the past eight years been asso- 
ciated with the Commonwealth Life, has 
taken a position with the Commercial 
Life of Kansas City, Mo., as field su- 
perintendent. 


Paul L. Harrington 


Paul L. Harrington has been made 
general agent for the Connecticut Mu- 
tual for the state of Nebraska with 
headquarters in the Keeline building, 

maha. Mr. Harrington has been dis- 








trict agent for the company at Wayne, 
Neb., under the late William H. Morris. 
He is well qualified to handle the re- 
sponsibilities of his new position. 
Albert A. Lewis 

Albert A. Lewis, for several years a 
superintendent of the industrial depart- 
ment of the Prudential at Omaha and 
for some months past with the ordinary 
department, has taken a general agency 
for the Central Life of Des Moines. 


J. H. Copeland and Lawrence Miller 


James H. Copeland of Milwaukee, 
former special agent with the Clifford 
L. McMillen & Associates home office 





agency of the Northwestern Mutual 
Life, and Lawrence Miller, Beloit, Wis., 
former district manager for the same 
company in that city, have opened a 
new district office for the Northwestern 
at Decatur, Ill. A farewell luncheon 
was tendered Mr. Copeland by Mr. Mc- 
Millen and associates March 27. 


J. P. Shallow 


Manager A. C. Mead of the eastern 
department of the Merchants Life of 
Des Moines at Philadelphia has secured 
the services of J. P. Shallow as assis- 
tant manager in the Philadelphia terri- 
tory. Mr. Shallow was for years one 
of the big producers of the John Han- 
cock Mutual Life in both ordinary and 

















Territory open in: 


Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager 


ILLINOIS 
INDIANA 
IOWA 


Rockford, Illinois 














Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 


Safe Investments 


LIFE 


Milwaukee 


49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 
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COMPANY 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


Wisconsin 








N. P. HULL, Pres, 





The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING. MICHIGAN 


A POINT IN YOUR FAVOR 


They have that opportunity of selling 


C. H. BRAMBLE, Secy. and Treas. 


I. D: WALLINGTON, Supt. of Agents 











industrial lines. He is maintaining this 
record in his new connection. He stood 
first in February in the entire agency 
force of the Merchants Life and during 
the first quarter of 1923 has placed a 
total of new paid for business amount- 
ing to $165,000. 


Felix W. Leslie 


The B. M. Talbot Company of Troy, 
Ala., has been appointed general agent 
of the Volunteer State Life. Felix W. 
Leslie is manager of the B, M. Talbot 
Company. 








R. L. Morton 


R. L. Morton, who since 1913 has 
been associated with Morton & Morton, 
St. Louis agents of the Connecticut 
Mutual Life, has accepted a general 
agency for the Missouri State Life. 
He will enter upon his new duties at 
once under the firm name of the Robert 
Lee Morton Agency. Mr. Morton is 
very well known in St. Louis insurance 
circles, at one time being president of 
the St. Louis Life Underwriters Asso- 
ciation. 





R. E. Van Duesen 


R. E. Van Duesen has succeeded the 
firm of Ross & Van Duesen as general 
agents of the Pacific Mutual Life at 
Peoria, Ill., with offices at 327-29 Cen- 
tral National Bank Building. Mr. Ross 
is no longer connected with the firm. 


Richard H. Levy 


Richard H. Levy, manager of the St. 
Louis office of the Union Central Life 
for the past nine years, has left that 
company and will represent the Mutual 
Life of New York in the future. He 
has opened offices in the Chemical 
Building. 








O. L. Holland 


O. L. Holland, state manager at Kan- 
sas City for the Standard Life of St. 
Louis, and for the past ten years general 
agent in Nebraska, Iowa, Kansas and 
Missouri for the Commonwealth Life, 
which was recently reinsured by the 
Standard, has resigned as state manager 
for the Standard. Mr. Holland is also 
vice-president of the Commercial Life 
of Kansas City, although he has not 
been active in that company. 


E. B. J. McGinity 


E. B. J. McGinity, formerly general 
agent for the Connecticut General in 
Cleveland, who for the past several 
years has conducted a separate office 
for that company under the name of 
the E. B. J. McGinity Company, with 
offices in the Guardian building, has 
consolidated his office with the Hop- 
kinson-Burridge-Pearse Co., a general 
agency in the Bulkley building. 

Mr. McGinity is interested in several 
other lines of business. He is one 
of the oldest members of the Cleveland 
Life Underwriters’ Association, and 1s 
well known throughout Ohio as a large 
personal producer. 


Alexander Kahnweiler 


Alfred Holzman, agency manager for 
the Equitable Life of New York in Chi- 
cago, has announced the appointment of 
Alexander Kahnweiler as assistant mant- 
ager of his agency, effective April 1. Mr. 
Kahnweiler has been with Mr. Holzman 
since the opening of his agency five 
years ago and has made a fine record as 
a producer. 


Life Agency Notes 

E. A. Merrill has just been appointed 
assistant general agent of the Union 
Central Life at Cedar Rapids, Ia. 

W. G. J. Kops has joined the W. E. 
Schilling agency of the Union Centra 
Life at Des Moines. Mr. Kops will be 
associated with Geo. P. Pflanz, city man- 
ager there. 

John Schneiders, Ferdinand, Ind. 
Albert C. Reeder, Ind., ané 
J. W. McCoy, Chrisney, Ind. formerly 
with the Indiana National Life, have 
gone with the Cleveland Life. 

Morris Edwards, who has been attend- 
ing Wabash College for the past four 
vears, has become an agent of the State 
Mutual Life, associated with the gen 
eral agency of C. Fred Davis at Indian- 
apolis. ’ 
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PENNSYLVANIA 











Issued 
Aetna Life .....Ord 16,754,460 


Aetna Life ...... Gr 14,588,486 
Amer. Bankers, Ill.. 28,500 
Amer. Central, Ind. 74,820 
Amer. Life, Mich... 573,250 
Baltimore Life..Ord 2,625,363 
Baltimore Life ..Ind 6,822,899 
Bankers Life, Ia... 3,684,549 
Bankers Life, Neb.. 411,531 
Bank. Reserve, Neb. 479,307 
Berkshire Life .... 1,979,185 
Canada Life ....Ord 4,065,307 
Canada Life ....Gr 1,000 
Century Life Ind. 103,758 


Cleveland Life .... 65,000 
Colonial, N, J...Ord 55,000 
Colonial, N. J...Ind 5,166,022 
Columbian Nat...Ord 2,491, 687 
Columbian Nat...Ind ...... 
Columbus Mut. Life. 108,500 
Conn. Genl. ...Ord 9,497,773 
Conn. Genl. ..... Gr 11,128,466 
Conn. Mut. Life... 
Conservative, W. Va. 246, 000 
Continental, Del.... 1,897,514 
Continental, Ill. ... 664,800 
Equitable, N. Y.Ord 45,874,595 
Equitable, N, Y..Gr 13,385,317 


Equitable Life, Ia. 7,622,925 
Eureka, Md..... Ord 822,000 
Eureka, ienees 5 
Bureka, Md...... Ind 1,377,043 
Farm. & Trad., N. Y. 1,090,000 
Federal, Ill..... Ord 192,508 
Federal, Ill som sestes 
Fed. Un. Life...Ord 118,250 
Fed. Un. Life Ind 3,8 
Fidelity Mut. Life. .- 10,097,990 
Girard Life ..... -. 2,556,314 


Guardian, N. Y..Ord 1,965,790 


GuasGeem, B, F..EMG  avecose 
Home Life. N. Y. 1,594,496 
Home Life, Del. Ord 6,091,596 
Home Life, Del..GPF  cesves 
Home Life, Del. .Ind 5,657,920 
Home Friendly, Md. 

I 


nd 
Internat. Life, Mo. 901,719 
Inter-Southern Life. 53,500 
J. Hancock Mut.Ord 14,713,234 
J. Hancock Mut.Ind 14,658,831 
J. Hancock Mut.Ord 1,803,750 
Knights L., Del.Ind 7,458,765 


Lincoln Nat. Life... 675,359 
Manufacturers, Can. ...... 
Manhattan Life .... 525,301 
Maryland Assurance 331,439 
Mass. Mut, Life..... 9,343,114 


Merchants Life, Ia. 789,000 
Michigan Mut, Life. 339,789 
Metropolitan ...Ord 74,728,439 


Metropolitan .Gr 18,807,978 
Metropolitan ’ Ind 74.361.495 
Midland Mut., O.... 406,000 


Mo. State Life..Ord 3,738,520 
Mo. State Life...Gr 596,200 
Mutual Benefit Life.12,296,477 
Mutual Life, N. Y..29,731,087 
Nat. Bene., D. C.Ord 142,000 
Nat. Bene., D. C. a 1,130,887 


National Life, Vt. 2,194,749 
Nat. Life, S. A.. 251147501 
Nat. L. & A..... Ord 209,500 
Nat. L. & A..... Ind 740,342 
New Eng. Mut..... 5,965,502 
New York Life..... 34,649,150 


North Ame. Geisse 3 cccese 
North Amer., Ill. 24,600 
Northwestern Mut. :18, 393,706 
Northwestern Nat. . 127,740 
Pacific Mut. Life... 802,546 
Pan-American Life 1,275,778 
Penn Mutual Life. : 23. 801,316 


Penna, Mut..... Ord 1,069,500 
Penna. Mut...... Ind 3,751,047 
Phila. Life...... Ord 4,179,216 
Pee EMD seacus Gr 93,500 


Phoenix Mut. Life.. 3,872,17 
Presb. Ministers Fd. 1,300, 338 


Provident Mut. Life. 20,893,398 
Prudential ..... Ord ‘¢. 917,568 
Prudential ...... Gr 3,793,989 
Prudential - Ind 115,476,604 
Reserve Loan Life. 521,928 
Reliance Life ...... 7,858,056 
Royal Union Mut. 1,215,561 
Scranton ne. wan ae 6,765,955 


Security Mut.. N. ¥. 597.979 


State Life, Ind...... 1,549,535 
State Mut., Mass... 3,199,640 
Sun Life ....... Ord 08,500 
Sun Life ....... Ind 4,349,456 


Standard Lfse, Pa.. 2,628,213 
Sun Life, 2 
Travelers 


22,1 
Travelers ....... Gr 22,461,744 
7,4 


West, a Sout...Ord i $3808 
West. & South... Ind 5,457,728 
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MISSOURI 
Bus. Men’s Assur.. 605,090 
Amer. Nat., Mo..... 983.208 
ent. Life, Ill...... 132,663 








Issued 
Continental, Mo. ... 1,389,415 
Central States, Mo. 4,654, 732 
International, Mo.. 7,211, aot 
Kansas City Life.. *10, 1 97 
Liberty Nat., Mo... 1; 
Northw. Mut. Life. .11, 
Metropolitan ...Ord 33, 
Metropolitan ...Ind 32, 


In Force 
5,867,981 
16,157,182 








NEBRASKA 














Due to the inclusion of several reports 
of other states in a recent publication of 
Nebraska figures on 1922 life business, 
the complete life company returns are 


again printed, as follows: 























In Fo 
Missouri State .. 5,353,903 
Northwestern Nat... 8,843,071 
Central, Ia. ..... 3,526,262 
Nat. Life & Acci... 87,000 
BEOMMOSIOM § ccccccce 637,230 
PeGeral, Tih. ..ccece 218, 1,711,839 
American Re-Ins.... 424,860 1,034,864 
PERERA .ccccccee 2,225,654 15,378,085 
Beommne, BW. Zeccocece 383,244 1,365,934 
Mic higan Tes. sscece 392,709 1,219,949 
Farmers, Col. ..... 352,280 1,731,181 
DEE, Be Beeeccese 2,897,838 17,758,885 
Fidelity, Pa. ...... 69,164 1,017,778 
Equitable, N, Y.... 5,228,041 26,106,674 
St. Joseph Life.... 191,500 681,708 
Pacific Mut. ........ 780,677 3,191,351 
Merchants, Ia. ..... 109,000 1,230,958 
International, Mo. . 244,819 564,010 
Aetna Life ........ 2,183,987 12,263,331 
Union Central ..... 2,978,924 21,637,061 
Lafayette ......... 308,004 1,724,777 
Guaranty, Ia. ..... 237,500 1,147,400 
i. Ms seosseue 1,911,128 3,551,597 
Equitable, Ia. ..... 1,219,718 9,816,420 
State Mutual, Mass. 549,500 5,248,163 
New York Life.... 3,276,920 28,393,306 
Northwestern Mut.. 3,629,553 37,968,806 
New England Mut.. 1,435,893 10,672,718 
Metropolitan 16,766,226 
Provident Mut. 3,792,599 
Cloverleaf ... 24,788 
Phoenix, Mut. 3,114,487 
Columbus Mut., 167,200 
Reliance, Pa. 2,435,892 
Amer. Central, 370,940 
Bus. Men's, Mo 78,500 
National, Ill. 2,235,964 
Guardian, N. Y 1,154,742 
Central States, 16,253,342 
Union Mutual, 362,201 
Ohio National 898,500 
National, Vt. Y 3,293,095 
Connecticut Mut. .. 990,750 6,430,077 
Peoria Life ....... 879,150 4,798,087 
Dakota Life ....... 50,500 50,500 
Minn. Mutual ..... 1,383,073 3,601,102 
Kansas Life ...... 96,500 391,500 
Northern States ... 110,000 122,500 
Seeee, Gee. cccces 138,778 1,236,563 
Security Mut., N. Y. 283,886 907,573 
SOMeres, Beh cccvsce 200,610 181,905 
Franklin Life ..... 573,500 2,847,509 
Mutual Trust, Ill... 449,168 1,442,441 
Kansas City Life... 1,265,081 7,404,440 
North Amer., Ill.... 18,000 154,587 
Cedar Rapids, Ia... 113,972 314,972 
WHAVONSES ccccccccce 2,136,941 11,485,138 
Mutual Benefit .... 1,333,787 17,174,524 
Nat, Fidelity, Ia.... 79,500 484,637 
Penn Mutual ...... 1,275,546 8,710,051 
Nebraska State .... 18,200 125,800 
Lincoln Nat., Ind... 671,774 1,485,910 
meee, BOE. cocdecccs 875,701 6,361,201 
Standard, Ill. ...... 209,000 1,275,732 
Liberty, Kan, ..... 12,500 420,500 
Bankers, Ia. ....... 1,922,695 23,980,900 
Security Mut., Neb.. 2,014,304 11,628,003 
Am, Old Line, Neb.. (542,000 863,000 
Midwest Life, Neb. 2,423,399 16,810,906 
Lincoln Acci. & Life 464,125 584,625 
Northwestern, Neb.. 1,221,000 5,742,000 
Elkhorn Life & Ac. _ 716,968 3,579,051 
Old Line, Neb..... 6,026,368 12,360,225 
Columbia, Neb. ... 276,47 1,845,713 
Equity, Neb. ...... 2,288,750 2,524,250 
Commonwealth, Neb. 2,021,834 17,660,542 
Bhate, BR. ccccssscces 5,214,190 2,625,871 
Des Moines L. & Ann. 148,000 417,650 
Bankers Life, Neb.. 4,651,547 53,081,971 
Bank. Reserve, Neb. 1,714,574 7,830,139 
Lincoln Liberty 2,420,210 6,576,610 
Omaha Life ....... 2,293,098 11,379,391 
Prairie Life, Neb.. 561,500 2,301,720 
Fid. Reserve, Neb.. 299,000 2,508,500 
Massachusetts Mut. 674,103 4,471,023 
North Amer., Neb.. 447,500 8,727,092 
Ill. Bankers Life... 1,298,000 4,674,271 
TEXAS 
Lincoln Nat. Life... 4,808,644 6,546,544 
Standard Mut., Tex. 201,500 201,500 
Amer. Nat., Mo..... 335,630 1,481,130 
Cloverleaf L. & Cas. 264,729 399,933 
Cali. State Life..... 2,535,846 8,526,404 
Minnesota Mutual . 2,724,375 5,775,067 
Volunt’r State, Tenn. 2,710,423 9,580,815 
Continental Life, Mo. 1,052,017 1,797,987 
Masonic Life Assn.. 735,000 425,500 
Atlanta Life ...... 467,620 1,124,606 
Maryland Assur. ... 152,500 586,000 
Two Republics Life. 1,338,244 5,195,587 
Provident L. & Acci. 120,000 970,690 
Midland Life, Mo... 510,000 2,025,482 
Great Northern Life. 5,000 5,000 
Louisiana State Life 321,049 551,146 
Bus. Men’s Assur... 594,500 716,000 
Nat. Reserve Life.. 140,500 120,500 
Commonw’ lth, Neb 2,642,711 1,816,711 
First Texas Prud... 9,626,376 11,677,176 
Texas Mut. Life. 321,500 685,100 
Merchants, Life, Ta. 9,247,521 8,450,805 
Peoria Life ..... -. 430,251 792,880 





Issued 
Royal Union Mut. 203,144 
N. Amer. Life, Ill. 362,664 


Union Central Life. -52, 104,336 
Standard Life, Ga.. 2,911,250 
National Fidelity .. 594,030 
Internat. Life, Mo. .26,711,976 
Mississippi Life ....  .....- 











Union Nat. Life.... 2,302,252 
Mo, State Life..... 52,590,568 
Central State Life... ...... 
Central Life ...... 731,103 
Morris Plan ...... 27,400 
Mid Continent, Okla. 312,500 
United L. & Acci.. 14,046 

COLORADO 











Minnesota Mut. Life 68,780 
Mutual Benefit Life 1,276,301 
262 


Mutual Life, Colo... 
New England Mut.. 
ie Be EMEOs pocescess 6 
N. Amer. Life, Ill... 
Northw. Mut. Life.. 
Northw, Natl. Life. 

Mountain States Life 
Occident. Life, N, M. 
Prudential ...... 


Pacific Mutual ..... 1,592,629 


State Life, Ind..... 495,776 
BOGEN secoscen 1,961,183 
Union Central Life. 188,250 
Union Mut. Life, Me. 93,141 
West Coast Life. 10,000 
Western Natl, Wyo. 2,626,750 
Betee. BAO cocaces 1,820,258 
Amer, Central, Ind. 68,891 
Amer, Life, Colo.... 3,113,909 
Amer. Life, Mich. 61,750 
Bus. Men’s Assur.. 209,500 
Cloverleaf Life ... 47,686 


Columbian Nat. Life 750,335 
Columbus Mut. Life 22,000 
Commonw. Life, Neb. 546,972 


Continental, Ill..... 288,734 
Capitol Life, Colo... 2,743,328 
Dakota Life ....... 21,000 


Equitable Life, N. Y. 3,500,760 
Farmers Life, Colo.. 914,654 














Franklin Life ..... 586,610 
Inter-Mountain Life 40,168 
Manhattan Life ... 819,113 
Metropolitan ....... 3,264,084 
Midland Life, Mo... 388,500 
KANSAS 




















Mutual Life, N. Y.. 3,680,391 
Mass. Mutual Life.. 1,515,995 
Nat. Savings, Kan.. 1,320,000 
North Amer., Ill.... 567,000 
Penn, Mutual Life.. 1,276,353 
Royal Union Mutual 616,186 
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K J. HAIGHT 
CONSULTING 
ACTUARY 
810-813JHume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bldg. DES|MOINES, IOWA 


Ic Ss. NARA NGTON 
F CONSULTING ACTUARY 
Resi Buildi 


402-404 
Tel. Walnut 3761 ##DES MOINES, IOWA 














COUNSELOR 


T J. MeCOMS 
CONSULTING MKCTUARY 


Premiums, Reserves, Surrender Values, 
etc., Calculated. venewen, and ie 
nations Made. Policies and all Life In- 
rance Forms Prepared. The Law of 
ce a Specialty. 
ColcordJBldg. OKLAHOMA CITY 








J H. NITCHIE 

ACTUARY 
1523 Association Bldg. 19S. La Salle St. 
Telephone State 4 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 

343 S. Dearborn St. 
Telephone Harrison 
CHICAGO, ILL. 








B. YOUNG 


D. R. McClurg, Associate 


430 PETERS TRUST BLDG. 
Omaha, Nebr. 









































5 
Reinsurance Life, Ia. 551,900 81 
Reserve Loan Life.. 286,905 81 
Peoria Life ...-ccs 1,319,075 5,679, 
Security Mut., Neb. 465,500 2,342 
Amer. Old Line, Neb. 169,000 339, 
Equitable, N. Y.Ord 2,914,829 15,66 
Equitable, N. Y¥Y..Gr 696,802 2,918, 
Central Life, Ill.... 43,433 92, 
Farm, & Bank., Kan. 4,502,363 24,500, 
Illinois Life ....... 3,267,283 17,28 
Guaranty Life ..... 103,000 103, 
Great Amer. Life.. 1,807,000 5,576, 
Conn. Mut. Life. 2,014,191 7,05 
Great Republic, Cal. 60,284 440, 
Midwest Life, Neb. 49,500 
Nat. Fidelity Life.. 38,500 
St. Joseph Life..... 161,000 
State Life, Ia...... 6,431,000 

CONNECTICUT 
Puritan Life, R. I.. 22,398 
Un. Central Life... 1,995,302 
Columbian Nat..Ind 1,093 
Columbian Nat..Ord 634,960 
Home Life, N. Ses 171,881 
Prudential ..... Ord 8,529,985 
Prudential ...... Gr 404,100 
Prudential ..... Ind 15,439,065 
MASSACHUSETTS 

as i - 
Berkshire Life ..... 1,706,658 
Union Central ..... 2,722,250 


Union Mutual, Me.. 1,104,391 





The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35..... .$31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT'N 
Des Moines, lowa 











KENTUCKY 

















Inter Southern Life. 4,803,500 
Ky. Cent. L. & A.Ind 5,507,376 
Commwith., Ky.Ord 7,878,200 
Commwith.. Ky..Gr 52,468 
Commwlth, Ky..Ind 4,326,303 
Continental, Mo. ... 243,500 








f 
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International, Mo... 822,386 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
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MINNESOTA MUTUAL 
AGENTS HOLD MEETING 


(CONTINUED FROM PAGE 2) 


the welfare of the delegates. Mr. Lacy 
has made good in every respect in his 
position and has the esteem of the en- 
tire force. 

Provides Educational Fund 


At the first business session Sam R. 
Weems of Dallas presented his views 
on using the salary continuance policy 
of the Minnesota Mutual to provide an 
educational fund. This is a policy that 
pays $50 a month for 60 months. Mr. 
Weems sells many of these policies es- 
pecially for educational purposes. 

Levi Joy and E. J. McCormack of 
Memphis, who do a lot of team work, 
lay great stress on the method of brief- 
ing cases. They lay out the insurance 
program for prospects, analyze his ex- 
isting insurance and then build about 
that with Minnesota Mutual policies. 
They explained the methods that they 
pursue and suggested that life men can 
make great progress by doing more of 
this kind of work, 

Specializes on Teachers 


“Jack” Plunkett of Arkansas City, 
Kan., explained how he used the leads 
sent out by the home office in closing 
He specializes on school teach- 


cases. 








During the last four months he 
$250,000 business almost 
exclusively on teachers. He recom- 
mends the endowment at age 60. He 
has a selected list of teachers in three 
counties and has every teacher on his 
list carefully analyzed, so that he can 
make an intelligent presentation. H. 
B. Victor of St. Paul, C. D. Oreckovsky 
of Duluth, E. B. Rowley of Mitchell, 
S. D., J. Max Spangler of Dallas and 
J. A. Williams of St. Paul all gave their 
experiences in writing an application a 
week. State Senator A. K. Lee of Ther- 
mopylis, Wyo., who is a banker, was 
present and gave a talk. H. E. Moen, 
the Wyoming state agent, was recently 
transferred from Minnesota. Senator 
Lee is giving him strong backing. Sen- 
ator Lee in his talk declared that every 
agent should get the bankers back of 
him. He should secure their coopera- 
tion. 

Dr, C. N. McCloud, medical director 
of the company, dwelt on some of the 
common types of impairment and made 
suggestions as to how the agents should 
handle them. 

Secretary H. W. Allstrom, the actu- 
ary, spoke on the settlement options of 
the company from a sales standpoint. 
He pointed out their flexibility and 
showed how that these options can be 
made a factor in closing business. 

At the second business session Or- 


ers. 
has written 





AMERICAN 
ENTRAL 


LIFE 


ville Thorp remained over from the ban- 
quet to give a talk on “Estate Hazards.” 
At this session E. S. Albritton of Dal- 
las gave some practical points on life 
insurance salesmanship. 

B. D. Youells qualified as president 
of the Randall Club because he had 
the highest percentage of renewals, his 
being 94.9 percent. The next was A. 
O. Eliason with 93 percent and Sam R. 
Weems of Dallas with 89.9 percent. 
Mr. Youells in his talk advocated an 
agent learning the specific needs of the 
prospect and applying his insurance 
accordingly. This -ties up the insurance 
very closely to the prospect. He also 
asserted it is necessary to keep in close 
touch with policyholders and give them 
specific attention. For the first three 
years it is particularly desirable to cul- 
tivate the policyholders and carry them 
over the premium paying periods of 
that time. 

Vice-President T. A. Phillips in his 
talk said that the company has been 
able to cut down one half the time for- 
merly required for getting out policies 
after the medical examination had been 
received. He advocated eliminating self 
with service in selling insurance. He 
said the old challenge was “What Can 
Life Insurance Do for the Owners of 
the Business?” Today it is “What Can 
Life Insurance Do for Policyholders 
and Mankind?” Mr. Phillips said that 






Insurance Co. 


INDIANAPOLIS, IND. - 


Established 1899 


PRESIDENT 


« 


HERBERT M. WOOLLEN 










the policy of the Minnesota Mutual Life 
in all questions where there was any 
doubt was to give the policyholder bene- 
fit of the doubt. In speaking of health 
audit services, Mr. Phillips said that he 
would suggest to a prospect the advis- 
ability of paying a little more and get- 
ting a rigid medical examination by a 
life company and then he could get his 
life insurance in addition. 


Home Office Men Present 


In addition to Mr. Phillips and Mr. 
Randall, there were present from the 
home office second Vice-President O. 
J. Lacy, Secretary H. W. Allstrom, 
Medical Director C. N. McCloud, Assis- 
tant Superintendent of Agents H. J. 
Cummings and two trustees, Myron 
McMillan, the well known St. Paul 
packer, and Frederick J. Leslie of the 
Leslie Paper Company of St. Paul. 
In discussing the subject of “Service 
to Clients,” John S. Poindexter of Jop- 
lin,. Mo., said that service really began 
with the first interview. .The agent 
should secure sufficient financial infor- 
mation to enable him to make an intel- 
ligent application of life insurance to 
the needs of the prespect. Mr. Poin- 
dexter said that he did not believe in 
writing term insurance. He said that 
he makes it a point to visit policyhold- 
ers frequently. He takes a personal in- 
terest in their affairs and helps them 
in every possible way. In case of sick- 
ness he either makes a personal visit 
or writes a letter. He said that the 
second year is a very vital one and he 
gives particular attention to his policy- 
holders at that time to see that the sec- 
ond premium is paid. He sends out 
birthday cards to every policyholder. 
He said that a policyholder appreciates 
getting something more from the com- 
pany or general agent than a premium 
notice. 
Writes a Descriptive Letter 

H. George Baird of Mankato, IIl, 
said that he wrote a letter descriptive 
of the policy, giving the main points, 
that he delivered to each policyholder. 
This enables the policyholder to know 
all about his contract. 

S Simpson of McVille, N. D., 
urged all agents to join their local life 
underwriters association. He said that 
an agent should read carefully the bul- 
letins and literature sent out by the 
company. Mr. Simpson called atten- 
tion to the danger of both overselling 
and underselling. An agent, he thinks, 
should be very careful in studying the 
proper amount to advise a prospect to 
buy. He said that in many cases agents 
are giving a lot of time and attention 
to people that cannot afford to carry in- 
surance and are letting others go by 
that need the service. He illustrated 
this by saying that a doctor might be 
chatting with a man in his office for two 
hours and 25 ailing people are waiting 
te see him. 

M. M. Studebaker, assistant state 
manager for Minnesota, stressed the 
need of higher standard of agency serv- 
ice. 

Cummings Made a Hit 

H. J. Cummings, the talented young 
assistant superintendent of agents, made 
a great hit in his talk at the last business 
session. Mr. Albritton in introducing 
him said that he would crown him as the 
“little giant.” His talk was largely de- 
voted to features of Minnesota Mutual 
service. He said that an agent should 
have real confidence in his company. 
One of the unfortunate attitudes taken 
by an agent when a prospect brings up 
an argument against the company oF 
against insurance is to start to saying 
“Yes, but—”’. Mr. Cummings advised 
changing this to start with “Yes, for- 
tunately, we are, etc.” He said that the 
mere size of a company did not indicate 
its strength. When an agent sells $5000 
insurance he is not giving his company 
$5000. He is causing it to make 4 
promise to pay $5000. These are the 
same as notes outstanding. The rea! 
test comes in what is left after all the 
notes are paid. The ratio of the assets 
to surplus is what counts. Mr. Cum- 
mings said that the full reserve plan © 
valuing policies penalizes the old policy- 
holders to finance new business. Set 





timent, he said, counts for much in so 
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liciting. That is the main tool in the 
agent’s kit. 
H. E. Moen Speaks 


H. E. Moen, the Wyoming state man- 
ager, said that the home office people of 
the Mirnesota Mutual were the friends 
of the field men. He said that every 
agent should be active in all civic affairs 
and his community. 

Robert L. Carden of Knoxville, Tenn., 
the general agent there, was formerly 
insurance commissioner of his state. 
He said that all a life man had to do 
was to give the facts and tell the truth. 
They are the strong selling points in a 
canvass. He said that the best adver- 
tisement an agent can have is a satisfied 
policyholder. 

Harold L. Muldrow of Oklahoma 
City, Okla., gave an inspirational talk 
in outlining the various duties a man 
owes to those with whom he comes in 
relationship. He told something about 
the life insurance course that will be 
given again in the state university at 
Norman, Okla., starting early in June. 

Thomas Jardine, the Twin City man- 
ager, said that the agency would pro- 
duce $7,000,000 this year. The Texas 
agency has promised $10,000,000. 
Thomas Dowling of Dallas, who headed 
the honor roll in March, Ed Lichtig, of 
Bay City, the new general agent there, 
who was formerly with the Pacific Mu- 
tual, and Dave McKown, associate gen- 
eral agent at Oklahoma City, spoke. 

President Randall was the last 
speaker and pointed out the wonderful 
opportunities ahead of Minnesota Mu- 
tuel people. He said the company was 
growing and progressing in every re- 
spect. It has made good on all its 
promises. 


KANSANS‘GATHERED AT * 
~ TOPEKA FOR CONGRESS 


(CONTINUED FROM PAGE 1) 


it was pointed out by some of the big- 
gest producers that they reached this 
pinnacle by reason of the service they 
sold years ago and their satisfied policy- 
holders had come into their offices for 
more insurance. John Eberhart of 
Salina, general agent for the Massachu- 
setts Mutual, declared that in the last 
two months he had written $57,000 
worth of business for which he never 
moved an inch. It all came to him from 
satisfied policyholders. 

Every speech during the day had a 
“kick” in it and the 200 agents who lis- 
tened to the six hours of talking ab- 
sorbed much sound advice and informa- 
tion about their profession. They had 
an hour of loafing time to talk things 
over with the general agents and then 
came the fun of the day, the dinner and 
a program of music, stunts, a magician 
and a scholarly address by Dr. E. 
Lindley, chancellor of the University of 
Kansas. 

The congress was attended by repre- 
sentatives of practically every insurance 
company doing business in Kansas. 
There were a few agents from Missouri 
and Oklahoma. The Aetna, New Eng- 
land Mutual, Security Mutual of Ne- 
braska and the Peoria Life called gen- 
eral agency meetings for the entire 
territory for the day previous to the 
congress and then had the agents stay 
over for the congress. 

The congress next year will be held 
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CHICAGO MAN WANTED 


One of the largest general offices in Chicago, 
representing large, eastern, low net-cost mutual 
life company, ires services of capable man 
to manage life department. Salary and interest 
in department to right man. Replies will be 
treated in confidence. Address D-74, care 
The National Underwriter. 

















An Eastern Life Insurance Company 
fesuing Life, Accident god Hissht, Policies has 
severa. t 

ay oe yt 
open at present: 


tuse, N. Y., of Indiana and part of lowa. 
All communications treated in strictconfidence. 





D-S4, care The National Underwriter. 
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the Hutchinson Association of Life 
Underwriters. 

May’s Inspirational Address 
Emmet C. May, president of the 


Peoria Life, made the inspirational ad- 
dress of the congress. 

“The life insurance business has 
grown more in the last 20 years than 
in the previous 143 years of its exist- 
ence,” he said. “This has come about 
through service and education. The 
crooks have been driven out of the 
business or are rapidly being eliminated. 
Life insurance is now giving real service 
to the public. It now amounts to 
$50,000,000,000 of resources. The banks 
of this country have only $27,000,000,000, 
the railroads $21,000,000,000 and the 
value of all the farms is only $54,000,- 
000,000. 

“The obligations of the life insurance 
agent are very sacred. He is the only 
man who thinks of the future material 
and physical welfare of the individual. 
He is the man who counsels and advises 
with a man or woman as to the future 
of their loved ones and who arranges 
for the future welfare of the widow and 
children, who keeps the children from a 
public home; who gives them an educa- 
tion and keeps them clothed and fed 
and warmed. 

“Keep the idea of the commissions 
out of your eyes and you will double 
your business. Don’t sell policies. Sell 
insurance. The commission merchants 
are being eliminated from our business 
rapidly. We are driving out the un- 
informed agent. The insurance agent 
needs education and he must study to 
make his business a success. 

“To be a_ successful life insurance 
agent get a broad vision of an empire 
of your own in which you are doing a 
real service to your fellow man and see 
that the service is performed: that the 
settlements you promise come true and 
that every policyholder is thoroughly 
satisfied with what he has contracted 
for and owns.” 


Superintendent Rater Talks 
William R. Baker, Kansas superin- 


tendent of insurance, discussed the life 
insurance laws of the state for the con- 


gress. He suggested that the powers 
of the superintendent of insurance in 
revoking the licenses. of unworthy 


agents be increased to operate through 
a board of insurance examiners who 
would hear complaints and determine 
whether or not a license should be re- 
voked. 

“Every day the responsibility of the 
agent who negotiates contracts of in- 
surance grows,” said Mr. Baker. “The 
courts all over the land seem to be 
enlarging “on the theory that contracts 
made with the agents are contracts with 
the company itself. It has long been the 
law that a general agent may modify 
a contract or waive a condition of a 
written policy by verbal agreement, 
even though the policy provides other- 
wise; that a solicitor may do likewise 
and sometimes likewise a local agent. 
“These holdings put tremendous 
power in the agent’s hands, and, when 
adhered to, place the sacred funds held 
in trust for widows and orphans at the 
mercy of soliciting agents. I believe 
your high calling deserves ample re- 
ward in money, but that money is 
worthless unless it brings happiness and 
happiness will come only from business 
properly sold.” 


Discuss “Selling Process” 


R. B. Daniel, president of the Hutch- 
inson association and agent for the 
Illinois Life, opened the discussion on 
the “Selling Process.” 

“Cheerfulness is your starting and 
enthusiasm is your driving power,” he 
said. “If we would arouse and inspire 
we must be alive to ourselves, we must 
be resourceful: we should plan our 
work and always have a goal to work 
to; our minds and our imaginations 
must be alert. 

“I do not believe that just because a 
man can sell stock, bonds, lightning 
rods or snake oil that he can success- 
fully sell life insurance. Nor do I 
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The Burden of Success 


When a man dies, he does not die alone. 
Many things die with him. The world rolls 
on, but leaves a shattered universe behind. 
Take the business man: The master mind 
which directs the activities of any great busi- 
ness holds many destinies in its power. 
Workers look to it for work—and wages; 
owners look to it for safety—and dividends; 
the public looks to it for the product of fac- 
tories—or service; creditors rely upon it for 
payment of debts; and debtors rely upon it 
for clemency —and justice. The hopes, the 
fears, the food, and the fate of a multitude lie 
at the mercy of that master mind. And that 
master mind lies at the mercy of the angel of 
death. 


It is true that, giveg time, a successor may 
learn to grasp the numerous far-reaching 
threads of management, but in the meantime 
cash, and cash alone, will save the little uni- 
verse created by that master mind from crash- 
ing. This is history. 


Is your knowledge of business life insurance 
such that you can show the business man 
how this burden of responsibility to others 
may be shifted from his shoulders to life in- 
surance ? 


The Franklin Life Insurance Company 


Springfield, Illinois 
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and training would ever fit him to be- 
come a_ successful salesman of life 
insurance if he is lacking in the great 
human element which to me seems so 
essential. The greatest thing in all this 
world is love, but life insurance men are 
advocating today that life insurance is 
the greatest thing in the world because 
the business is founded on love. 

“One of the great mistakes agents 
often make is dealing too much in fig- 
ures. Too much figuring is likely to 
create in our prospect’s mind the desire 
to see the other fellow’s figures before 
he buys, whereas, if we would employ 
more of the human element we would 
have little difficulty in giving him the 
real vision of life insurance instead of 
confusing him with figures, thereby 
inviting competition.” 

First Step in Sale 


“The successful insurance salesman 
begins his preparation for an insurance 
sale in the office—really in his own 
mind,” said John Schumacher of Wich- 
ita, agent for the Equitable of New 
York, in discussing “The Strategy of 
the Approach.” “The first step is pre- 
paredness, a thorough knowledge of our 
own business. The next step is to know 
something of the man you are going to 
see, to know something of his wants and 
prejudices. 

“We should study the prospect as a 
business man, his financial standing, 
ability to pay, the amount of insurance 
carried and what we think he ought to 
carry. We should study him socially, 
his family, about his children, his 
habits, his domestic relations. We 
should diagnose his case in the office 
and sell him in mind before we see him. 
Then we can approach the prospect 
with a degree of interest, intelligence 
and tact that should enable us to rivet 
his attention and gain a hearing. 

“We have to appeal to different men 
in different ways, but the wise salesman 
knows that right at the start his pros- 
pect must be furnished with a reason for 
buying insurance. That reason must 





give him sufficient information to arouse 
his curiosity and that will make him 
want complete information.” 

John Eberhardt of Salina, general 
agent for the Massachusetts Mutual, 
pointed out that optimism is one of the 
chief assets of a successful life insur- 
ance man. “That is what makes oppor- 
tunities to sell,” he said. “That is what 
makes a man lose with a smile and 
then starts him off on another prospect 
without delay. I am convinced that 
concrete illustrations, preferably those 
of your own experience, are better than 
arguments in selling insurance. Every 
man has more places to put his money 
than he has dollars. It is your work 
and your duty to convince him to take 
life insurance; to make him change his 
mind, to get a decision now.” 

Mr. Eberhardt told of one particular 
instance where he went out on a long 
trip with the temperature at 20 degrees 
below zero. Ie only sold a $5,000 
policy that day but within a year that 
policy had brought him $60,000 of addi- 
tional business, simply because he had 
told a prospect he wanted to see him 
and kept the engagement regardless of 
any condition. 

Andrew Hoy of Topeka, general 
agent for the Central Life of Des 
Moines, discussed the “Tactics of Clos- 
ing.” 

“If we have diagnosed a prospect’s 
needs scientifically—if we have pointed 
out a real service, the closing of the 
deal is easy,” he said. “If we help a 
man to accomplish the thing he is try- 
ing to do, no trickery or chicanery will 
be required in closing. 

“Closing simply consists in removing 
obstacles which restrain a prospect from 
acting. These obstacle removers are 
not always spoken and when spoken, 
may appear any place in the interview. 
The best little obstacle remover you 
possess is your personality. Other 
obstacle removers are your sifcerity, 
your courtesy, your knowledge and your 
personal appearance.” 

Howard Scott of Hutchinson, agent 





for the Bankers Reserve of Omaha, 
impressed upon the agents their re- 
sponsibilities to the home, the church 
and the schools in the selling of life 
insurance. 

Basic Factors in Success 


Jay Allen Fiske of St. Louis, Mo., 
general agent for the Aetna and an in- 
structor in life insurance salesmanship 
in Washington University, discussed 
“The Qualities that Make for Success 
as a Salesman.” He pointed out that 
the insurance salesman must be thor- 
oughly grounded in his businéss before 
he can start as an agent. “Knowledge 
is power,” said Mr. Fiske. “Concen- 
tration makes for power. Many people 
have an idea that there is mystery in 
insurance. One of the chief causes for 
the failure of insurance agents is that 
they cannot answer questions. Some 
cannot even explain the obvious. The 
closing of the sale is the least difficult 
part of the work. 

“The first thing an agent must know 
is the business of life insurance. Then 
he must have a knowledge of the need 
of a client and what will satisfy that 
need. 

“A prospect may tell you that he has 
$10,000 of life insurance. The answer 
is ‘That’s fine. That will take care ot 
the rent, now let’s talk about the gro- 
cery bill” The agent must be convinced 
in his own mind of the value of in- 
surance. Then he must be convinced in 
his own mind that the prospect needs 
just the thing he is trying to sell him 
and then he must place a picture of 
that man’s exact needs before the pros- 
pect.” 

Suggests “Self-Management” 

J. E. Boyer of Wichita, agent for the 
Connecticut Mutual, told the agents 
that they must establish self-manage- 
ment for themselves before they can be 
successful as life insurance agents. 
“Most agents are too easy taskmasters 
on themselves and the biggest obstacle 
they have to overcome is the feeling 
that standards are nuisances,” said Mr. 





Boyer. “To the agent who realizes 
what it means to go forward reliable 
standards are of the utmost importance. 
Each established standard should be 
the means of detecting where we can 
improve our work. 

“Every agent should have a standard 
number of calls per day and there may 
be a dozen reasons why you cannot 
make that number of calls each day. 
But when you have that standard it is 
a safeguard against spending too much 
time on work that does not actually 
put you in touch with prospects that 
need the service of life insurance. Every 
agent should have a daily planning hour. 
This will put the spending of time upon 
as definite a basis as the spending of 
money. An hour a day is necessary and 
planning his time does not make an 
agent stingy of his time but gives him a 
proper perspective in using it.” 

H. O. Garvey of Topeka, agent for 
the Massachusetts Mutual, explained to 
the congress the reasons for selling in- 
stallment or life income policies. 

“Insurance is the modern method by 
which men make the otherwise uncer- 
tain a certainty,” he said. “It will, to a 
greater or less extent furnish the sub- 
stitute necessary to enable his loved 
ones to continue the enjoyment of the 
necessities of life and at least a portion 
of its luxuries. The income plan of 
settlement, whether the regulation 
monthly policy or the optional settle- 
ments of the regular policy compassing 
income settlements, safeguards the bene- 
ficiary against possible loss of the prin- 
cipal, relieves her of all worry as to 
investment and outlines definitely the 
amount she will have from this source.” 

“Building Personality” was the sub- 
ject of the address by H. Everett Farn- 
ham, agent for the Connecticut Mutual 
at St. Joseph, Mo. 

Another speaker was C. B. Merriam 
of Topeka, head of the Central Trust 
company of Topeka and one of the big 
business men of Kansas and one who 
carries $200,000 of insurance. 

Bruce Griffith of Wichita, agent for 
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STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE =: 
The Growth of Oak—The Solidity of Granite 


CONSERVATIVE 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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the Aetna, told the convention how he 
sold educational policies. 

Ransom Stephens of Topeka, agent 
for the Aetna, discussed “Business In- 
surance for Small Concerns.” “Why 
not look into the small business or part- 
nership and the insurance agent will be 
adding another much needed service to 
his duties,” said Mr. Stephens. “More 
than 95 percent of the failures in Kan- 
sas are the small concerns with less 
than $5,000 capital. 

“Instead of selling these people in- 
surance find out something about their 
business; number of times the capital 
turns annually and at what percent of 
profit. The human element in business 
is estimated at from 70 to 80 percent of 
American industry. Your logical query 
is ‘Why not cover the other percentage’ 
and you bring about a friendly discus- 
sion. 
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Denver, Colo.—W. W. Winne, chair- 
man of the executive committee of the 
Colorado association, has invited general 
agents and agency managers of life in- 
surance companies of the city, who are 
eligible to membership in the associ- 
ation, to be present at a luncheon this 
week. 

The subject for discussion at this 
meeting will be “The Value of the Un- 
derwriters Association.” It has been 
found that because many people do not 
realize the value of the work which the 
Colorado association is doing, and many 
underwriters themselves are not aware 
of the benefits of the work of the asso- 
ciation to the community and to the un- 
derwriters themselves, members assert. 

*x* * * 

Lincoln, Neb.—The April meeting of 
the Lincoln association will be devoted 
to a discussion of “Babson’s Ethics as 
Applied to the Sale of Life Insurance.” 
H. J. Kirschenstein, superintendent of 
agents for the Midwest Life, will be the 
leader. 

* * * 

Milwaukee, Wis.—E. L. Carson, Equi- 
table Life, president of the Milwaukee 
association, was the principal speaker 
at the monthly meeting March 29. Mr. 
Carson substituted for Isaac Miller Ham- 
ilton, president of the Federal Life of 
Chicago, who was unable to be present 
on account of the serious illness of a 
member of his family. Mr. Carson spoke 
on the advantages to be derived from 
membership in an association similar to 
the life underwriters’ group. The meet- 
ing discussed plans for conducting the 
annual sales congress, booked for April 
28 in Milwaukee. Last year the congress 
attracted more than 600 underwriters to 
the city, and according to G. B, Harthun, 
Secretary of the association, an equal 
attendance is in sight for the coming 
congress. 

The tentative program calls for ad- 
dresses by A. O. Eliason of St. Paul, 
President of the National Association of 
Life Underwriters; Darby A. Day of Chi- 
cago, manager Mutual Life, and Dr. John 
A. Stevenson, second vice-president of 
Equitable Life of New York, at the regu- 
lar session of the congress in the after- 
noon. Speakers’ at the banquet in the 
evening, as tentatively planned, are John 
Puelicher, Milwaukee, president of the 
American Bankers’ Association, and W. 
B. Burrus, general agent of the Provi- 
dent Mutual Life at Kansas City. 

*x* *x * 

Indianapolis, Ind.—The Indianapolis 
8ssociation announces the dates for the 

arney Pearson lectures on salesman- 
Ship, for which a contract was made at 
the last monthly meeting, for the week 
beginning Monday, April 23. There will 
© a session every day for the six days 
with two sessions on Friday. A drive 
for membership is being made on the 
Strength of this course, which is free 
to every member of the association and 
which, it is stated, would cost individ- 
uals $7 each otherwise. 

Henry Moir, chairman of the board of 
directors of the United States Life, was 
the principal speaker at the April meet- 
ihe of the association Thursday noon of 
this week, 

x * * 

Omaha, Neb—Owing to the inability 
of National President Eliason to be pres- 
ent, the Omaha association was obliged 
to cancel the banquet and meeting to 
have been held in Omaha on Monday. The 
affair was planned as an annual meeting 
and Lincoln was to have sent a large 











Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 





Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 
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Coane a Exchange 
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Wells Street, right in the heart of Chicago’s Financial 
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MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued te be deposited! 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in [Illincis. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-~Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. BR. NEAL, See. 




















STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 
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Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN, Secy-TREAS. 


THE NATIONAL LIFE & ACCIDENT INSURANCE @¥ 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 








| W. D. WYMAN, President 








Th s Company has come pursued those policies in the duct of its b that have given it a high 
reputation for stability and fair dealing. 
Hae always rendered the highest grade of service to its policyholders. 
Has ~~ ny reasonable assistance and encouragement to its representatives to develop and hold 
cir business. 


Its policy contracts give to each individual insurer full protection, safe-guarding, at the same time, the in- 


terest of all policyholders. 
Winfield S. Weld, Supt. of Agencies. 








H. W. STRICKLER, E. L. SHINNICK, 
President cs . Pere 


MIDLAND INSURANCE COMPANY 


St. Paul, Minnesota 


Liberal contracts to good agents in 
Minnesota, North and South Dakota and,lowa 


For information regarding agency write 
G. K. HENSHALL, Supt. of Agents 





7 ¢ 




















delegation. Word from Mr. Eliason that 
he was called home by the sickness of 
his mother was received so late that no 
arrangement could be made to fill the 
program. 

ee ¢ 

Davenport, In.—Tuesday, April 24, has 
been set as the date for a One Day Sales 
Congress of the Davenport association. 
A. O. Eliason, national president, and 
Roy Heartman of Des Moines, national 
vice-president, will be among the speak- 
ers. Members of the associations in all 
nearby cities have been invited to attend. 

*x* * * 

New York City—‘“Real insurance sales 
talks by field men and women who meet 
many objections every day,” will feature 
the April meeting of the New York City 
association, April 10. The list of selected 
speakers is: Miss Emma H. Ditzler, Con- 
necticut Mutual, “My Approach on ‘Cold 
Canvass’”; Frank D. Chinnock, Trav- 
elers, “My Approach with Personal Intro- 
duction”; Robert M. Talbot, Penn Mutual, 
“How I Open an Interview with the Man 
who Often Refused to See Me”; Joseph 
Abrahams, Equitable, “Methods I Use in 
Getting Prospects to Visualize My Serv- 
ice’; William J. Louprette, Mutual Bene- 
fit, “Getting Results From Every Call, 
and Draining a Prospect for All Possi- 
bilities”; Arthur Schmidt, New England 
Mutual, “My Most Effective Method and 
How I Use It in an Interview”; Herbert 
F. Austin, New York Life, “Closing My 
Most Difficult Cases”; Clancy D,. Connell, 
Provident Mutual, “My Tactics of Clos- 
ing’; Robert F. Pennell, Union Central, 
“Most Interesting Case I Have Closed”; 
Leo Saum, Mutual Life, “Strategy I Use 
in Closing a Case on First Interview.” 
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Bankers Reserve, Omaha.—It reports 
new business so far this year consider- 
ably in excess of that received in the 
same period last year. The company is 
establishing new agencies in Ohio and 
Pennsylvania, 

* * x 


Reserve Loan Life—It reports that 
during the first quarter of 1923 insur- 
ance applied for shows an increase of 50 
percent over the same period of 1922. 
Insurance issued shows an increase of 56 
percent. 

*x* * * 
Penn Mutual Life—Continued gains in 


new paid-for business are reflected in 
the following statement: 

1922 1923 Gain 
Jan. $ 9,586,837 $18,954,577 $ 9,367,740 
Feb. 12,247,326 16,671,697 4,424,371 
Mar. 15,744,173 17,027,460 1,283,287 





3 mos. $37,578,336 $52,653,734 $15,075,398 
The Philadelphia agency announces the 
following for the first quarter of this 
year: 885 policies, $5,157,721 new paid- 
for business (an increase of $696,679 
over the same period last year, and $163,- 
857.65 in premiums (an increase of $31,- 
776 over the same period last year). 
March written business was the largest 
in the history of the agency, with the 
sole exception of “Law Month” (Decem- 
ber, 1922), the figure being $2,898,509. 


Results of “Football Game” 


The football game which was engaged 
in by the field force of the home office 
agency of the Pacific Mutual Life Feb- 
ruary was won by the Lincoln team, 
of which James Smith was captain. The 
volume of business produced was con- 
siderably in excess of $250,000. For 
the current year, including the first, half 
of March, this agency has written over 
$8,000,000 of new business and expects 
to pass the nine million mark by the 
end of the month. The mark for the 
year that has been set for accomplish- 
ment is $40,000,000 of written business. 


Beck Leaves Missouri State 


Roy L. Beck, manager of the sales 
service department of the Missouri 
State Life and editor of the Missouri 
State Life “Bulletin” for the past three 
years, has resigned, and plans to re- 
enter the selling side of life insurance. 
Recently Mr. Beck purchased a beauti- 
ful new home in Webster Groves, Mo., 
and has decided to enjoy the spring 
weather for a brief time before getting 
into harness once more. He has not 
announced his future connections. 





HOME LIFE INSURANCE CO. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922.$ 7,369,835 
Payments to Policyholders and_ their 
beneficiaries in Death Claims, Endow- 
ments, Dividends, 5 ~ poccosecgsevess 5,400,769 
Amount added to the Insurance Reserve 
WUE ccc gccccocceccecegecccoseocse 2,206,762 
Net Interest Income from Investment. . 2,110,922 
($722,352 in excess of the amount 
required to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount expected. ne 
Insurance in Force........-+-+seeeee+* 232,163,052 
46,253,715 


Admitted Assets .......-ccceceecereree 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 








New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 
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Life Insurance Plays Important Part 
In Protecting Estates From the Many 
Hazards Menacing Them in Death Tolls 


XCELSIOR SPRINGS, MO., 
March 31.—Orville Thorp of 
Dallas, Tex., state manager of the 

Kansas City Life, spoke before the 
agency convention of the Minnesota 
Mutual Life this week on some of the 
hazards confronting a man in conserv- 
ing his estate. Mr. Thorp has made 
especial study of estate hazards. He 
said that agents in the field should 
really represent life insurance today re- 
gardless of companies. He characterized 
itas the greatest business in the world. 
He said that an agent should be strictly 
loyal to his company, but he owes a 
greater loyalty to the business as a 
whole. Mr. Thorp said that the life 
insurance business has reached the point 
where the agents in it are not so much 
competitors as they are cooperators. 

In commenting on the literature per- 
taining to handling of estates Mr. Thorp 
said that in his opinion the writers have 
been too technical and have gone too 
much into detail. The laws and regula- 





ORVILLE THORP 
Texas State Manager Kansas City Life 


tons regarding inheritance taxes are 
changing rapidly. This is a progressive 
age and rules that apply today may not 
be good tomorrow. 


Should Enumerate Hazards 
That Menace Estates 


Mr. Thorp advised the agents to tell 
the various demands that will be made 
on an estate at the time of death. There 
are hazards of different kinds. These 
demands are growing more and more 
€xacting. The big problem for a man 
ol property is to bridge the chasm at 
ime of death so that his estate will be 
kept intact and that it will be able to 


be worked out according to his original 
plan, 


_ Mr. 


Thorp said that in dealing with 
teder 


ne oo estate tax and inheritance taxes 
io — agents feel that this is a sub- 
The ae applies to the millionaire. 
wey pensive is very much interested 
line will ”" the man farther down the 
end ¢ hit proportionately by the 
—, on his estate. In case of a 
— he will find that probably 25 
fhe mi or more of his estate is used in 

€ritance taxes of various kinds. 
How Death Tolls Eat 

Into Decedent's Estate 

Mr 


cme 4d BOT referred to a case that 


© his notice the other day where 





a man of 82 years had an estate of $7,- 
000,000. He was asked to give some 
advice as to the conservation of an 
estate, viewing the question as he did 
at his time of life. He acknowledged 
that he had made a mistake. He said 
that without life insurance he could not 
provide a proper safeguard. He advised 
all men of the state to run life insur- 
ance along with their estates so that the 
former could act as a bulwark. 

Mr. Thorp said that life insurance 
men should approach the young fellows 
who are building estates, who will likely 
be wealthy in the future, who are lead- 
ers in their community. He said that 
the agents should have these young men 
look far down the highway of life and 
recognize some of the hazards that are 
destined to undermine an estate very 
materially. These young men he said 
should take care of these hazards at an 











| BENEFIT OF “APP-A-WEEK” METHOD | 


early age. They should be shown how 
life insurance will eliminate these haz- 
ards entirely. These men should have 
pointed out to them that unless pro- 
vision has been made to take care of the 
demands, they cannot be met at death 
without serious impairment of the estate. 
Inheritance taxes are increasing and 
the cost of administering estates is in- 
creasing. As an estate increases in size 
the hazards increase. 


Should Get Purpose 
of Estate Builder 


Mr. Thorp says that the life insurance 
man should be interested in ascertaining 
the life purpose of the builder of an 
estate. He referred of course to the 
material purpose. He said that a man 
is interested in acquiring property, en- 
joying its fruits and in helping hu- 
manity. Next he is interested in con- 
serving that property and keeping it 
intact. It is here that the life insurance 
agent is vitally interested. He can help 
the creator of the estate very materially. 
The agent should go into the affairs of 
his prospect rather minutely and analyze 
his condition. He must see what the 

= = = ! 





J. A. Williams of the Minnesota Mutual Life Tells How Regular 


Soliciting Develops a Salesman in Power. 


A. WILLIAMS, was formerly man- 
J ager of the Minnesota Mutual Life 

* in Minneapolis. He had been a sales 
manager and organizer along other lines. 
He decided to lay aside the managerial 
toga Jan. 1, last, take up the rate book 
and beat the brush. Mr. Williams 
realized he was inexperienced in insur- 
ance selling. His work had been en- 
tirely supervision. He determined to 
have some definite goal toward which 
to work. He chose the duty of getting 
at least one application a week. 

Mr. Williams spoke before the Minne- 
sota Mutual Life agents convention at 
Excelsior Springs, going into some de- 
tail as to the effect of securing an ap- 
plication a week on the salesman. 

Salesmen Are Temperamental 


He said that salesmen are naturally 
temperamental. They are very radiant 
and buoyant or depressed. They need 
some agency to keep them from soar- 
ing too high or sagging too low. If 
they can be guided along more normal 
lines, they will accomplish more. 

Mr. Williams declared that he has 
little use for the sky-rocket salesman. 
He makes a sensational record for a 
brief period and then falls with a thud. 
He seldom holds out. He can not be 
found at the end of the race. Mr. Wil- 
liams lauded the plugger, the salesman 
who keeps continually at his task. He 
may not write a big volume but he ex- 
cels in number of applications. He 
keeps at work continually. He has 
something definite to do and he faith- 
fully tries to perform his work. 

Mr. Williams gave nine reasons for 
backing up the “app-a-week” salesman. 

In the first place it gives a man a 
specific task to perform. He has some- 
thing he must do. If a man does not 
sell something every week, Mr. Williams 
said, he should quit. 

Gives an Agent Power 

Secondly systematic selling gives an 
agent power. He is most formidable 
and possesses greater momentum di- 
rectly after a sale.” He has developed 
speed and power and it should be main- 
tained. When a man has the capacity 
and enthusiasm he should cash in for 
then he is invincible. 

Mr. Williams took the position that his 
personal happiness does not depend on 





any persom or any special thing but it 
does find its source in the sense of ac- 
complishment. When he has achieved 


| something worth while he is happy. 


In the fourth place Mr. Williams de- 
clared that if an agent is producing 
regularly he is on a parity with the big 
men in the business. He may not come 
up to them in actual volume but he is 
making as many sales and hence is in 
their class. 

The procuring of an application of a 
week is a goal that can be won by any 
one who will work. It is a task within 
any one’s ability. 

Sales Problems Solved 


Mr. Williams asserted that the se- 
curing of an application a week solved 
his sales problems. He regards it as 
in the nature of a fundamental law. It 
overcomes inertia, dislike for work, dis- 
couragement, irregularity, etc. 

Next Mr. Williams pointed out the 
intricacy of life insurance. An ordinary 
salesman may not be able to explain it 
to those that require a technical edu- 
cation. He may not be competent to 
sell a big case because he can not suc- 
cessfully plan out the program from an 
actuarial standpoint. However he does 
understand the necessity of getting an 
application a week. It gets him some 
where, 

Again Mr. Williams called attention 
to the fact that in selling securities one 
can use his imagination freely. Even 
in case of an unreliable stock, a sales- 
man can draw on his fancy and put 
it over. When a substantial thing like 
life insurance is sold, the promotion in- 
stinct must be laid aside. It is a prac- 
tical thing and must be sold in a prac- 
tical way. It requires more force. Mr. 
Williams declared that selling life in- 
surance requires more frequent replace- 
ment of vitality than selling securi- 
ties. When one makes a sale he re- 
places vitality. It acts as a powerful 
tonic, It restores. It builds up. 

Lastly, Mr. Williams asserted that 
the “app-a-week” habit keeps a man in 
practice. It maintains his form. It 
keeps him from losing power. He 
stated that if a salesman gets off the job 
for 48 hours it requires a lot of energy 
to get up steam. Therefore one must 
keep always at his work. 





creator of the estate is trying to do, 
what plans he has in mind and how he 
is trying to work out his program, The 
agent should diagnose the condition be- 
fore making a prescription, 


Four General Classes 
of Securities Named 


Mr. Thorp said that there are four 
classes of securities or properties or 
four features of an estate that can be 
classified. First are Class A assets, 
which are gilt edged securities that con- 
stitute the liquid part of the estate. In 
this class are life insurance policies, 
cash in bank, government bonds, mu- 
nicipal bonds, high grade mortgages. 
This is his workable capital. They are 
readily salable. 

Next comes Class B assets which 
might be known as working assets, they 
being real estate, stocks in various busgi- 
ness enterprises and so on. The pros- 
pect is probably tied up in an active 
way with a number of enterprises in 
which he is financially interested. If he 
be allowed to live some years these as- 
sets will be worth 100 percent. With 
him not at hand the shrinkage runs 
from 10 to 25 percent. In the hands of 
an administrator of an estate, the 
shrinkage on this class is sharp. 

Next comes Class C securities, which 
are speculative assets, consisting of oil 
and mining stocks and various uncertain 
enterprises in which a man is interested, 
Mr. Thorp said that all men have more 
or less of a gambling instinct and “fall” 
for a number of promotions. He finds 
that in almost all estates there is a job 
lot of securities of this kind. The 
speculative germ can be found all 
through mankind. Men buy stocks of 
this kind and take great pleasure in 
anticipating what they will do with their 
money when they get it. Some may 
develop into a fortune. In the hands 
of an administrator they have but little 
value. 

In Class D, Mr. Thorp puts the man 
himself. It is out of this man’s mind 
and energy that all his estate has been 
created. 

Death Tolls Are Now 

Becoming More Exacting 

Mr. Thorp stressed the death tolls 
that have to be paid. He said they are 
getting higher and are more sweeping. 
They are not war taxes. They are taxes 
that started before the war. The state 
and the federal governments find in- 
heritances a rich source for taxation. 
Mr. Thorp said that if a man had some 
gilt edged securities and each year 
hypothecated enough in the bank to 
take care of his income tax and let this 
process go along for a number of years, 
in time the securities would be entirely 
eaten away. The bank would call the 
loans and take the securities. No busi- 
ness man would follow such a plan. Mr. 
Thorp said that many men, however, 
are allowing their estates to be treated 
in this way. They are permitting the 
taxes to be paid out of the best part of 
their estates, by making no provision to 
meet these taxes. 


Death Taxes Invade an 
Estate Very Heavily 


Mr. Thorp said that no states are re- 
ducing inheritance taxes. The tendency 
of the times is to increase the tax or 
lower the amount of the exemption. 
Death taxes, he said therefore, invade 
an estate deeply. He said that the state 
looks upon an inheritance as a proper 
thing to tax. The beneficiary has no 
natural right to the estate. Organized 
society has brought about the means 
whereby a man can create an estate. 
The estate realizes that these taxes it 
imposes on inheritance can be collected 
with the least possible trouble. Tax 
laws of this kind can be enacted and 
little protest is heard. The state can 
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New Disability Clause. 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 











CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 
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"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 

















secure the entire amount of money com- 
ing to it without difficulty and will not 
lose in the tax collection process. The 
state goes on the theory that a man’s 
surplus wealth should be applied to the 
general welfare. Hence, the govern- 
ment feels free to tax an estate and take 
part of it. 


Three Major Hazards That 
Attack an Estate 


Mr. Thorp referred to three major 
hazards that attack an estate. 

First, there is the federal estate tax, 
with an exemption of $50,000. Accord- 
ing to the size of the estate the tax runs 
from 1 percent to 25 percent. On the 
larger estates the tolls are very heavy. 
The tax must be paid within 18 months. 
Mr. Thorp said that one of the insidious 
and uncertain features of the inheritance 
tax is the fact that if it is proved that 
any securities or other property have 
been transferred to someone else in an- 
ticipation of death they are taxable. It 
is up to the estate of the beneficiary to 
prove that they were not. The govern- 
ment declares that it has a right to tax 
property transferred from the dead to 
the living. 

In the next place an estate is con- 
fronted with the state inheritance tax 
which is often more complicated than 
the federal tax. The tax on the prop- 
erty inherited is determined by the 
amount of the property received and the 
relationship to the decedent. At the 
present time 39 states have tax laws of 
this kind. Most allow an exemption of 
$20,000 to direct heirs. The tendency 
of the states, said Mr. Thorp, is to 
gradually increase the inheritance tax. 

The multiple tax is the most treacher- 
ous of all. A man building an estate may 
have property located in various states. 
The property is subject to tax where it is 
located. Mr. Thorp called attention to 
Henry C. Frick, who had an estate of 
$90,000,000. He owned a large amount 
of stock in the Faraday Coal & Coke 
Company, which is a Pennsylvania con- 
cern but it organized a company in 
West Virginia and the property there 
became very valuable. The Frick stock 
in the original company was taxed in 
West Virginia, because it was the hold- 
ing company of the West Virginia cor- 
poration. The state collected something 
like $500,000 from the Frick estate on 
this account. He cited another case, 
the late Henry C. Jackson of Boston, 
who owned corporate stock in various 
states. On an estate of $2,700,000 the 
various state inheritance taxes dug into 
the estate something like 23 percent. 


Cost of Administration 
Causes a Serious Drain 


The next drain on an estate is the cost 
of administration. Mr. Thorp said that 
the average cost of an estate of $100,- 
000 was 7.6 percent; $500,000, 6.3 per- 
cent; $1,000,000, 5.2 percent; $3,000,000, 
4.6 percent. There is always a shrink- 
age in securities during the administra- 
tion process. Mr. Thorp addressed the 
probate judges in a large number of 
prominent points in the United States to 
get their views on the amount of shrink- 
age during the time an estate was in 
process of administration. Striking an 
average he finds there is 5 percent on 
mortgage loans and bonds. For ex- 
ample one might have gotten caught in 
purchasing Liberty bonds at par, during 
the war. They went down sharply and 
did not come back for a long time. The 
shrinkage on real estate, bonds of 
various kinds, and personal business 
amounts to 15 percent. 

Mr. Thorp said that there is great 
need at time of death to have sufficient 
capital to operate an estate as a grow- 
ing concern in order to avoid shrinkage 
and sacrifice in the sale of securities. 
On the death of a man with property, 
his estate is immediately tied up in 
order to protect the demands that will 
be made upon it. The administrator 
needs immediate cash in order to satisfy 
these demands. Naturally the taxes of 


various kinds and the death tolls eat 
the heart out of an estate. 
A securities will be levied on. 


The Class 
This 





A Triple Responsibility 


OWARD SCOTT of Hutchinson, 

Kan., special agent of the Bankers 
Reserve Life of Omaha, speaking at 
the Kansas sales congress at Topeka 
on “Our Responsibility,” outlined par- 
ticularly the responsibility of the life 
underwriters to the home, the church 
and the school, which he characterized 
as the three greatest institutions in the 
world. After reviewing the factors 
which make each one of primary impor- 
tance, he said: 

“What is our responsibility to these 
three great institutions—what is_our 
responsibility as ambassadors of the 
cause of life insurance, the one great 
yyy business in all the world? 
t is our duty to see to it that when 
the time comes that the home must be 
broken up by the losing of the father 
or the mother, there is ample in- 
surance in that home that will keep this 
sacred institution intact. I say then, the 
home is our personal responsibility 
through the cause of life insurance, 

“The church today is blessed because 
in many instances some people have 
planned ahead and have felt their re- 
sponsibility in planning protection that 
the church may go on and do its great 
work in this world. What a field this 
is! We should urge those that can af- 
ford it to buy insurance and to make 
this great institution the beneficiary and 
protect it, because it is God’s own insti- 
tution. 

“Have we responsibility to the school 
as insurance workers? A_ thousand 
times, I want to say, Yes. We repre- 
sent a cause that stands in a class by 
itself for making possible the education 
of our boys and girls. What a fine 
thing it is for some father or mother 
to feel his responsibility so keenly that 
he has made preparation through life 
insurance for the education of that boy 
or girl who could not afford it under 
any other condition. When you and | 
fail to bring the great cause before the 
eg and make them understand and 
now. that the day is coming by and by 
when they can no longer work, we have 
fallen short of meeting our own respon- 
sibility to the boys and girls of our 
land. 

“What do we owe the teacher? When 
they have outlived their years of useful- 
ness, shall their declining years be spent 
in ease or poverty? This question 1s 
yours to answer. Life insurance is the 
only answer. Sweet will it be for them 
if they can truly say: ‘Thank God, the 
insurance ambassador came along and 
helped me to see how I could provide 
for the declining days of my life. All 
this can be accomplished, if it is ac 
complished, because you and I have met 
the great challenge of our task. 








weakens the entire structure and credit 
is impaired. Mr. Thorp showed how an 
estate could be amply protected by the 
creation of a socalled super-estate with 
life insurance to equal the demands 
made on the estate at time of death. 


Life Insurance Kills 
Hazards That Menace Estates 


He called attention to the fact that 
there is an exemption of $40,000 im the 
Federal tax if life insurance be mat 
payable to a personal benificiary. “* 
said that life insurance men should gtt 
in touch with their policyholders 4% 
suggest that their insurance be “_ 
payable to a beneficiary rather than 
an estate in order to get advantage ° 
this exemption. He said that in solicit 
ing life insurance or getting up 4 ae 
gram for a prospect, the life ee 
should carefully compute the taxes ¢ 4 
will be demanded at death and also ¢ 
amount of debts that are outstanding 
The estate should be cleared of all +" 

He said that life insurance kills 
hazards that menace an estate. of 
creates working capital to take care 
the demands while the administration . 
the estate is going on. Where a pers it 
protects his estate by life insurance + 
works out so that the beneficiaries ¥ 
secure 100 percent. 
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SOME POINTS ON BUSINESS BUILDING | 
| 


E. S. Albritton Tells Minnesota Mutual Life Men Some Practical Methods 
That Will Increase Their Sales 





— = 





S. ALBRITTON of Dallas, Tex., 
3 a member of the general agency 
* firm of Weems & Albrifton, state 
managers of the Minnesota Mutual Life 
in Texas, in a talk before the agency 
convention of the company at Excelsior 
Springs, Mo., last week stated that it 
was a mistake for an agent to believe 
that all persons were life insurance pros- 
pects. He said that not every one by a 
long shot is a prospect. 

He called attention to the fact that 
some companies had over-emphasized 
the value of calls. They had worked out 
a table showing the value of each call. 
He said for example that it might be 
shown that for every call made an agent 
averaged $3. He said that certainly he 
would not care to work on that basis. 
Mr. Albritton said that too much em- 
phasis has been put on the calls. He 
contended that it was a waste of time 
and energy merely to call on supposed 
prospects. If a person is soliciting only 
on the basis of calls, he said it is an 





E, 8. ALBRITTON, Dallas, Tex. 
Star Producer in the Ranks of the 
Minnesota Mutual Life 


accident if he gets an application. An 
egent sacrifices a lot of canvassing 
energy if he turns his ability along these 
lines, Mr. Albritton said that every man 
might be called a “suspect,” but not a 
Prospect.” He defined a prospect as 
one who actually needs insurance, can 
pay for it, and with whom he has hopes 
of getting an interview in the near 
future. 


Want Higher Grade Salesmen 


Mr. Albritton said that the day of 
untutored and unlearned life insurance 
salesmanship had gone. He said that 
the more intelligent the canvass the 
greater service that will be rendered. 
Mr. Albritton said that success in life 
Msurance salesmanship does not de- 
pend entirely upon education. He said, 
however, that a man who is trained in 
life insurance salesmanship and who is 
master of his work finds it much easier 
to do business. He said that a life 
égent must know what he is doing and 
= he is going to do it. He said that 
: agent must pay the price of a full 
at work. Work, he said, should be 
: e basic plank in the platform of every 
Sent. Work after all constitutes the 
Steat driving force in the world. 

Tey wuttios of real prospects he said 
~ i. the first place, one must be sub- 
_ lal and have a good income. He 
vty regarded as permanent, trust- 
eee y eae able to make the initial pay- 
oe n the second place, men with 
— ents and those that have obli- 
ms can be classed as prospects. 











Thirdly, it is impossible to say that 
prospects belong to any special age, 
but they can be reduced to a class 
where there is the least resistance. The 
greatest amount of life insurance is 
sold to those between ages 30 and 40. 
He said that the Mutual Benefit Life 
had been making a survey of the ages 
at which men took insurance, He thinks 
that it is a splendid plan for every 
company to analyze its own statistics 
along this line. 


Should Get in Personal Contact 


Next Mr. Albritton said that it is very 
essential to get in personal contact with 
a man before he can be called a pros- 
pect. Personal acquaintanceship begets 
confidence. He advised agents to make 
new acquaintances every week, and then 
to cultivate them. He said that real 
service-giving life insurance men were 
not selling to strangers. He said that 
if they do so they are bluffing. He said 
that confidence is the basis of life in- 
surance sales. Life agents enjoy selling 
to their friends, because they realize the 
fact that they are rendering a real serv- 
ice to those in whom they have an in- 
terest. 

Mr. Albritton said that a Kfe insur- 
ance man should endeavor at all times 
to convert “suspects” into “prospects.” 


Writes Personal Letters 


He writes personal letters to selected 
lists of names endeavoring to open up 
interviews in this way. He does not 
believe in the circular method. He said 
that it is impossible to sell life insur- 
ance by mail. He said that he writes to 
a man and tells him that he is going 
to call to get some information. He 
says nothing about wanting to sell him 
life insurance. Frequently he uses the 
telephone to make interviews and makes 
his call as soon after as possible. He 
said that on these calls he makes’ it 
clear to the man that he does not in- 
tend to solicit him on this trip, but is 
getting information so that he can intel- 
ligently present a proposition to him. 
Mr. Albritton said that a man should 
always leave an avenue open so that he 
can get back to his prospects. 


Should Be Strictly Ethical 


One of the best means of getting a 
man’s confidence is to counsel him on 
his present line of insurance. In this 
undertaking an insurance agent must be 
absolutely ethical. He must be on the 
square with his prospects. He should 
deal with his present insurance in a 
thoroughly business-like way. He should 
never get a customer dissatisfied. He 
should put himself in the place of his 
prospects and with his expert knowl- 
edge should tell him just how to map 
out his insurance program, having in 
mind his present policy. 

In soliciting country business he said 
that farmers respond more satisfactorily 
to letters than city people do. The far- 
mer appreciates a call. He said that 
anyone is willing to give information 
if he thinks he is not going to be can- 
vassed at the minute. On these calls 
Mr. Albritton said that an agent can 
collect very valuable data that will help 
him to map out 2 proposition to present 
to a man later on that will apply to 
him individually. 


Get Rid of Poor Prospects 


Mr. Albritton thinks that many agents 
are soliciting prospects so-called that 
are not real prospects. He advises peo- 
ple to readiust their prospect list. He 
said that it is impossible to hatch chick- 
ens out of china eggs. It is better to 
break these eggs up so that thev will 
not get mixed with good ones. There 
are many prospects that are absolutely 
useless. 

Mr. Albritton declares that subter- 
fuges defeat a man’s aim in soliciting 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
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Acacia Mutual Life Association 





Insurance Issued in 1922...... rat for Bogie) oorend $ 39,898,050 
Gain in Insurance in Force.....( “ “ “ .. 21,462,805 
Insurance in Force 12-31-22..( “ “ “ ) 122,685,100 
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PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 














OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 


MBED. cosccccccccccocccccccce il A eee $ 32,633,933.05 
a a cE a ala 28,512,821.50 
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es ot, ones dakeckwtasevevedWectckeusecowen 230,322,163.00 
EET: ...  2,331,155.50 


Total Payments to Policyholders since Organization ........... 
JOHN G. WALKER, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 














Reliance Life Insurance Company of Pittsburgh *p.53,5s°* Pittsburgh, Pa, 


“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


= LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


Titec LATEST POLICIES AND AGENCY CONTRACT Bu'USZ ae 
. Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 
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MR. AGENT! 


Do you care for QUALITY, 

not SIZE? Age, Sound Ex- 
erience, Low Cost, a Splendid 
ecord for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 
gon. AGENTS AnD. soe I HOLDERS 












“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 


ANNUITY 
COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «@.T side.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








FIDELITY LEAD SERVICE 
brings the agent into contact . inter- 
buyers of life +. 
we di puted 47,60 4 Sone onal te 
t Pp 
ee, = Gel 
elity’s ori con’ , 
us within 74% of A unparalleled new 
business result of 1 
puridelity operates in wr) states. Full level 
net premium reserve Insurance in 
ferce over $323,000.000. Faithfully 
insurers since 1878. 
A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
ILADELPHIA 


PH 
Walter LeMar Talbot, President 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting 
booklet 


“S\.ggesticns for Increasing 
Your Income”’ 
and would be pleased to send a copy 


to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 


life insurance. He never uses a card 
with just his name on it. He wants 
people to know who he is and what he 
is doing. He said that a real, intelligent 
interview with a man is worth while, 
even if no sale is made. Each case 
demands its own treatment. Every man 
has his special needs and interests. 

The monthly income policy in Mr. 
Albritton’s opinion is a wonderful in- 
vention, but he said the people should 
not go crazy over it. He asserted that 
a lump sum is necessary for many de- 
mands, There are certain expenses that 
have to be met. Monthly income will 
not fill the bill. 


Should Learn Vital Need 


Albritton said that in the case of 
every man there is some vital need. 
There is some special feature which 
appeals especially to him. It has a heart 
throb interest to him. Mr. Albritton 
said that this is the center around which 
the canvass should be built. The agent 
should return to it time after time. It 
may be an invalid wife, it may be a 


Mr. 


child, it may be a son that is to be 
educated, it may be this, that or the 
other. He said that it is very essential 


for the solicitor to catch some special 
conditions or feature on which a man’s 
mind is set. He said that he was inter- 
viewing a man the other day, and in the 
course of the conversation this man 
made a remark to the effect that his 
wife didn’t know the value of a dollar. 
This chance remark gave the wedge to 
Mr. Albritton to pry the man loose. He 
showed the prospect how he could so 
fix his life insurance that his wife would 
be amply protected and yet the respon- 
sibility would not be on her of invest- 
ing or caring for her money. He showed 
him how he could tie his insurance up 
tight. This was the thing that appealed 
to the prospect. Mr. Albritton said that 
if a man is prepared to give real advice 
to his clients and can get at their vital 
needs, expert salesmanship will not be 
required. A man will sell himself. He 
said that more cases are lost on poor 
preparation than on a weak canvass. 


Must Dominate the Interview 


Mr. Albritton said that at all times 
the agent must dominate and manage 
the interview. He should not do all 
the talking. He should get his prospect 
to express opinions. He should induce 
him to ask questions. The agent should 
intuitively gather the points that inter- 
est.the prospect chiefly. That consti- 
tutes the point of contact. He advised 
an agent never to argue with his pros- 
pect. It will lose him the case. 

“Get the ‘You’ attitude,” said Mr. Al- 
britton, “consider your prospect’s inter- 
est, not yours. See how he is fixed in 
his business, what his hopes are, what 
his troubles are, what is the main thing 
that he wants protected.” 

Mr. Albritton said that at the proper 
time during the interview it is well to 
use letters or testimonials, Endeavor to 
get some in which both are mutually 
interested. It may be a mutual friend. 
If a man once loses interest and gets 
away from the point of contact, the 











agent eliminates himself from being a 
deminant force in the conversation. 

“Don’t meet objections,” said Mr. Al- 
britton, “drop them. If a man has a 
real reason for not taking insurance 
discuss it with him profoundly and in a 
business-like manner. Objections are 
just pretexts. Build the interview very 
clearly and logically.” 

Mr, Albritton said that the best sug- 





gestions for closing are to be found 
in the “Diamond Life Bulletins” of 
THe NATIONAL UNDERWRITER. 

Frequently in canvassing a prospect 
he said that he started to fill out the 
application blank telling the man that 
he wanted the information for his files. 
He keeps on talking as he shows him 
the blanks. He appeals to him along 
friendly lines. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manuai- 
Digest” and “‘Little Gem,”’ Published Annually in May and April respectively. 














HAS TWO NEW POLICY FORMS 





Philadelphia Life Announces Details of 
Endowment at 65 and 20-Year 
Endowment at Same Age 





The Philadelphia Life is issuing two 
new policy forms, endowment at age 
65 and 20-payment endowment at the 
same age. Endowment at age 65 may 
be sold to persons from 20 to 50 years 
of age. The maximum age at which 20- 
payment at age 65 may be sold is 45. 
Rates have been scheduled for straight 
insurance payable in a lump sum when 
insured attains age 65 or at prior death; 
for straight insurance with extra prem- 
ium for total disability benefit added. 
In the event of total disability before 
age 60, under the terms of the policy, 
the premium will be waived and $10 
a month will be paid insured until 
the policy matures.either as an endow- 
ment or death claim, and the face of 
the policy will be paid in a lump sum 
if insured lives until age 65 or at 
nrior death. Rates which provide for 
the above benefit also for double the 
face amount of the policy in the event 
of accidental death. The rates differ 
as to those whose occupations are classi- 
fied as “standard” and those whose oc- 
cupations are classified as “ordinary.” 

Rates have been scheduled for instal- 
ment insurance, for straight insurance 
payable at the end of endowment period, 
or at prior death in monthly instalments 
of $50 for 240 months, or a total of 
$12,000, with additional premium for 
total disability and double indemnity 
protection. 

Under no circumstances can the bene- 
ficiary under this form be deprived of 
a constant income of $50 per month. 
The premium is comparatively small 
and begins to earn dividends at the 
end of the second policy year. 





To Issue Non-Cancellable Form 


President W. T. Grant of the Business 
Men's Assurance of Kansas City, Mo, 
announces that his company will shortly 
issue a complete line of noncancellable 
policies in the accident department. The 
rates charged for these will be standard 





rates and will remain the same during 
the life of the policy. 


Rockford Life 


The Rockford Life is preparing an 
endowment at age 65. The rates are: 
Age Prem. Age Prem, 
| APRS $15.71 29. $22.43 
_ ae 16.12 Bs se awtwen 23.24 
ciieatess 16.54 Bestcscanne 24.0 
rer 16.98 SBesccscsce Se 
ie dive can 17.46 BB. cnccsece Ge 
See 17.96 BE. sicssece Ee 
ae 18.49 C—O 28.15 
er 19.05 Setéecsdeae 29.47 
ET eae 19.64 Oe sseessees 30.81 
Sitedseise. ee TB. ceccises 32.46 
re 20.95 Pe cevivess 33.95 
28 21.67 erry 35.58 

Oregon Life 

Raising of the limit on policies from 
$25,000 to $50,000 was announced this 
week by C. S. Samuel, general manager 
of the Oregon Life. The decision for 


the increase was made by the company’s 
board of directors recently. 


Travelers 

The Travelers, which writes life insur- 
ance on monthly payments, provided that 
the monthly premium is not less than 
$10, has decreased the amount of loading 
for the monthly premium plan from % 
percent basis to 6 percent so that the 
cost of this privilege is now the same 
as for quarterly payment insurance. 


McCracken With State Life 

L. B. McCracken, for the past three 
years cashier of the Indianapolis branch 
of the Travelers, has gone with the 
State Life of Indianapolis as secretary 
of the agency department. Mr. Me 
Cracken was assistant cashier for the 
Travelers in the Indianapolis office for 
three years prior to the three years & 
cashier and before that was stationed 
for a year at the Terre Haute office 
of the company, following a year 
training at the home office. Though net 
yet 30 has has made such progress 
that the Travelers desired to promote 
him to the Milwaukee branch office 
Because he wanted to continue to 
his home in Indianapolis, near whicl 
city both his own and his wife’s families 
live, he decided to seek a connectio# 
with one of the local life companies 
which led to his appointment with 
State Life. 


———— 














DIRECTORY OF 
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ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 



































STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has for seventy-nine years been one of the leading purely Mutual Life Insurance institutions of the 
country, constructive and progressive in all things of value to its policyholders. 


The cordial relations between the home office and the loyal and efficient field force is a constant 
source of gratification to all those connected with the company. 


B. H. WRIGHT, President. 


D. W. CARTER, Secretary- 
STEPHEN IRELAND, Superintendent of Agencies. 








































